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WASHINGTON—Sen. Williams, 
Delaware Republican, wound up and 
took a mighty swing at the bank-loan 
plan as a “glaring loophole” Monday. 
His speech was reported in the daily 
papers as if he actually made it, but 
that was because advance copies were 
given to the Senate press room for au- 
tomatic release and then the Senate 
adjourned out of respect to Sen. Neely, 
who had died Sunday. 

In a vigorous denunciation of the 
pank-loan type of sale, Sen. Williams 
called for action by the Senate finance 
committee, the House ways and 
means committee and Congress. Fol- 
lowing is substantially the text of his 
speech: 

“Today I wish to discuss a major 
loophole in our income tax laws 
through which it is possible for an in- 
dividual in the upper income tax 
brackets to work out an arrangement 





Chicago Assn. Names 
W.E. North As Choice 
For NALU Secretary 


Chicago Assn. of Life Underwriters 
has unanimously endorsed William E. 
North, general 
manager New 
York Life, north- 
ern Illinois branch 
at Evanston, as 
candidate for se- 
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cretary of Nation- 
al Assn. of Life 
Underwriters and 
has sent its selec- 
tion to the NALU 
nominating com- 
mittee in the form 
of a resolution 
from its board. 

The resolution mentioned “distin- 
guished service’ Mr. North has given 
to the national association. This in- 
cludes the posts of trustee, past na- 
tional chairman of the committee on 
disability insurance, past chairman 
Denver resolution committee and 
special committee on health and wel- 
fare. He is currently chairman of the 
NALU membership committee. 

Mr. North has also served as presi- 
dent of the Illinois association, presi- 
dent of Chicago Life Agency Managers 
Assn. and director of Chicago Assn. 
of Life Underwriters. He was also 
awarded honorary membership in 
Illinois Insurance Society of Univer- 
sity of Illinois “in recognition of his 
outstanding activites in behalf of in- 
surance education.” Additionally, Mr. 
North is a past director and vice-pre- 
oa of the Portland, Ore., associa- 
ion. 

Mr. North went with New York Life 
at Corvallis, Ore., in 1930, subsequently 
becoming agency director in Montana 
and northern Wyoming. He went to 
(CONTINUED ON PAGE 19) 





W. E. North 


with an insurance company through a 
‘loan-financed plan,’ thereby bulding 
up substantial insurance credit with 
a negligible down payment, with the 
carrying costs being financed largely 
through tax-exempt savings. 





U.S. Appeals Court 
Rules Cash Values 


Subject To Tax Claim 


CHARLOTTE, N. C.—Chief Judge 
Parker of the U. S. court of appeals 
has ruled that the federal government 
can seize life insurance cash values for 
unpaid income tax. The opinion re- 
versed a West Virginia federal district 
court ruling. The case involves policies 
issued by Metropolitan Life and 
Guardian Life on Dr. M. A. Gilmore 
of West Virginia, who was convicted 
of income tax evasion in 1953 and fled 
to Canada. 

The case differs materially from the 
Sterns and Bess cases, in that the 
latter involved life insurance proceeds 
and claim was made after the tax- 
payer’s death. The U. S. Supreme 
Court, as reported in THE NATIONAL 
UNDERWRITER for Nov. 15, 1957, has 
agreed to review the Sterns and 
Bess cases and to rule on the govern- 
ment’s right to seize proceeds for 
delinquent income taxes. 
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“I will cite one hypothetical case 
showing how a taxpayer in the 50% 
bracket can, with a nominal down 
payment, utilize the loan-financed 
plan and with a negligible compara- 
tive cost pyramid a small cash outlay 
into a substantial insurance annuity. 

“The key to this plan is the conver- 
sion of interest tax credits into tax- 
exempt savings, and as a taxpayer 
approaches the higher brackets the 
loophole becomes progressively more 
advantageous. 

“This procedure is referred to in 
insurance circles as a ‘loan-financed 
insurance and annuity plan,’ and op- 
erates as follows: 

“The essential feature of this loan- 
financed insurance and annuity plan 
is an arrangement which will permit 
the policyholder to deduct interest on 
borrowed funds while there is a si- 
multaneous tax-free build-up of earn- 
ings on the reserves behind the policy. 
Under such arrangements it is con- 
templated the purchaser will pay all 
or substantially all of his premiums 
by means of loans obtained from a 
bank or the issuing company against 
the cash or loan value of his contract, 
with no plan for liquidating the in- 
debtedness thus incurred, except on 
the surrender or maturity of the pol- 
icy. 

“Depending on the interest rates on 

(CONTINUED ON PAGE 19) 
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John Wrabetz (left), administrator of the armed forces “Medicare” pro- 


gram for Mutual Benefit H.&A., discusses with his assistant, Ben Patterson, 
the handling of cliams in the territory for which the company is responsible. 
The company pays hospital expenses incurred under the program in 17 states, 
with more than 4,000 hospitals in those states participating. In addition, the 
company pays doctors’ fees under the program in Ohio and Rhode Island. 











Late News Bulletins... 








Ways-Means Oks Extending Company Tax Basis 


WASHINGTON—The House ways and means committee has approved a 
bill extending for another year the present income tax basis applying to life 
companies. This is in line with Chairman Mills’ statement following the 
Treasury agreement to “go along” with the present basis another year to 
allow time to evolve a permanent basis. The committee also agreed to delete 
from the pending technical amendments bill the provision for partially re- 
storing the premium-payment test for state taxation of life insurance proceeds. 
This will leave the matter up to the Senate finance committee. Rep. Mills is 
reported to feel that the partial restoration provision is not strong enough. 
Others, led by Rep. Curtis of Missouri, are opposed to any restoration. 


Del. Senator Calis Bank-“Loan Plan NALU Urges Better 
‘Glaring Loophole’: Urges Action 


Income-Tax Break 
For Debit Agents 


Schneider, Federal Law, 
Legislation Chairman, Is 
Spokesman At Hearing 


WASHINGTON—The odd situation 
in which debit life insurance agents are 
classed, for tax 
purposes, with 
milkmen and bak- 
ery route men was 
attacked by a Na- 
tional Assn. of Life 
Underwrit- 
ers spokesman be- 
fore the House 
ways and means 
committee in an 
effort to obtain for 
debit men the same 
kind of expense- 
deduction treat- 
ment that ordinary agents are accorded. 

John Z. Schneider, Connecticut Gen- 
eral Life, Baltimore, chairman of the 
NALU federal law and _ legislation 
committee said that while there is no 
question about ordinary agents being 
classed as “outside salesmen” and 
hence permitted to deduct from gross 
income all ordinary and necessary 
business expenses in computing ad- 
justed gross income, there is consid- 
erable uncertainty and confusion with 
respect to debit agents. 

e 

“It appears that by and large the 
Internal Revenue Service has taken 
the position that debit agents are not 
‘outside salesmen’ within the meaning 
of section 62(2) (D),” he said. “On the 
other hand, we are advised that in 
a growing number of cases, debit 
agents have managed to get rulings 
from their local district directors of 
internal revenue that they are ‘out- 
side salesmen.’ Nothing in the Treas- 
ury regulations recently promulgated 
under section 62(2)(D) seems likely 
to clear up the resulting confusion 
and uncertainty, and we, therefore, 
urge that the section itself be clarified 
by an amendment which will leave 
no doubt that such agents are indeed 
‘outside salesmen.’ ” 

‘J 

Mr. Schneider pointed out that 
while a debit agent spends part of his 
time collecting weekly or monthly 
premiums he spends much time sell- 
ing new insurance in and out of his 
assigned territory. Debit agents ac- 
counted for 42% of all life insurance 
sold in 1955. Most debit agents get a 
large part of their compensation from 
the sale of insurance—in fact many re- 
ceive the major share from this work. 

The debit agent, Mr. Schneider em- 
phasized, must be licensed the same 
as other life agents. He particularly 
stressed the fact that the debit agent, 
even when collecting, is doing a sell- 
ing job, because there is no debt owed, 
as in the case of a milkman or a 
bread-route driver. Also, the debit 


John Z. Schneider 
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agent is selected for his sales ability, 
it is he, and not the company, that 
determines the time and place of 
sales, and as a general rule he must 
undertake on his own, without reim- 
bursement, any entertainment, tele- 
phone and other expenses necessary 
’ to his sales activities. 

Mr. Schneider suggested adding the 
following sentence as an amendment 
to section 62(2)(D): “For the purpose 
of this paragraph, the term ‘outside 
salesman’ shall include full-time em- 
ploye insurance agents, including 
those operating on a so-called debit 
agency basis.” 

Mr. Schneider also sought a change 
in the present law covering transfers 
of life insurance policies for value. 
One important result of the present 
law, he said, is that persons who 
would otherwise have taken transfers 
of existing policies often found it nec- 
essary instead tc buy new insurance 
on the lives of those involved. He ex- 
plained how this would add to the 
cost and in some cases insurance 
would not be available at any price. 
Moreover, the harshness of the pres- 
ent law produces virtually no addi- 
tional revenue. Even in the absence of 
the tax consequences imposed by sec- 
tion 101 (1)(2), transfers for specu- 
lative purposes would be so rare as to 
be a negligible consideration, he said. 

NALU’s recommendation is that the 
law be amended so as to make the 
transfer-for-value inapplicable to any 
transferee who has an insurable in- 
terest in the insured and that since 
the definition of ‘insurable interest” 
varies somewhat among the states, the 
section should list certain specific 
classes of transferees who are gen- 
erally conceded to have such an inter- 
est. Mr. Schneider submitted a draft 
of an amendment to accomplish this. 


Brooklyn Managers Elect Karp 

Jacob S. Karp, general agent of 
Massachusetts Mutual, has been elect- 
ed president of Brooklyn Life Man- 
agers Assn. to replace the late An- 
thony Musalo, who was general agent 
of Continental American. 

Also elected were Irving S. Bober, 
general agent of New England Life, 
vice-president, and Henry Marshall, 
general agent of Berkshire Life, secre- 
tary. 
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Improvements In Metcalf A&S Bills 
Make Them Worse Than Last Year’s 


Insurers Find 4 Radical N. Y. Measures 
Would Still Be Damaging To Business 


By JOHN B. LAWRENCE JR. 


NEW YORK—Industry analysis of 
the revised A&S bills sponsored by 
the New York legislature’s joint com- 
mittee on health insurance plans shows 
that the effect of the so-called im- 
provements made by the committee 
since the bills lost out last year is to 
make the present bills even more ob- 
jectionable to insurance men than last 
year’s. 

For example, the change dealing 
with group A&S policies, like the or- 
iginal measure, would require that in 
all group hospital, surgical and med- 
ical expense policies there be a pro- 
vision allowing the certificate holder 
to obtain an individual policy contin- 
uable for life. Under the original bill, 
the benefits of the converted policy 
had to equal at least 75% of those 
under the group policy and the max- 
imum premium rate on conversions 
was limited to not more than the 
group rate for these benefits, plus an 
extra charge of 25%. 


Under the revised bill, however, the 
individual converted policy must pro- 
vide at least a minimum level of ben- 
efits to be determined by the super- 
intendent, but must include at least 
21 days of hospital expense coverage 
and benefits for surgical expense and 
in-hospital physicians’ visits. Also, the 
maximum premium rate on these con- 
versions has been reduced to the rate 
for the benefits in the company’s group 
manual plus a charge of only 10%. 

Another change is the modification 
of the proposal that all individual hos- 
pital, surgical and medical policies be 
continuable for life without any lim- 
itation or reduction of benefits for ad- 
vanced ages. The new bill dealing with 
individual A&S policies will permit 


the insurer to terminate the policy 





nd their parents were the first persons in the 


U. S. to be issued life insurance policies of the new series put into effect the 
first of the year by Connecticut Mutual. President Charles J. Zimmerman pre- 
sented the policies to (from left) Michael, Mary, Peter, Robert, Andrew and 
(extreme right) James Murphy of Farmington, Conn. Second from right is 
Jack Murphy, Connecticut Mutual agent of Hartford, who is no relation to the 
Murphys of Farmington. Mr. and Mrs. Murphy and their children have been 
Connecticut Mutual policyhelders for some time. 





within the first two years after issue, 
but the contract must be continuable 
for life after that period. 

Sen. Metcalf of Auburn, who heads 
the joint committee, will conduct a 
public hearing Jan. 30 at 2 p.m. in the 
senate chamber at Albany. Represen- 
tatives of A&S insurers operating in 
New York are expected to raise strong 
objections at that time. They and oth- 
er foes protested loudly at a 5-hour 
hearing on the original bills last year. 

Following last year’s hearing and 
subsequent death of the legislation, 
the Metcalf committee and its staff 
revised the bills to meet some of the 
criticisms. While some minor amend- 
ments were made, the basic purpose of 
the bills remains the same. Even in 
their new clothing, they failed to win 
unanimous support of the committee. 

The first bill in the 1958 package 
would provide that no individual hos- 
pital, surgical or medical expense pol- 
icy could be cancelled or otherwise 
terminated after it has been in force 
two years. Then it must be continu- 
able for life at the policyholder’s op- 
tion. Classes of policies may be re- 
placed with the superintendent’s ap- 
proval, provided there is no lapse in 
coverage. The new coverage must be 
comparable to the old. All hospital, 
surgical or medical family policies 
must contain a conversion privilege. 
The converted policy must be the same 
as the original in coverage and amount, 
but may be for less if desired by the 
policyholder. The bill also would ap- 
ply to non-group contracts issued by 
prepayment plans. 

This measure would have the effect 
of compelling people to purchase a 
lifetime A&S policy or none at all. 
The lower cost term A&S contracts 
no longer would be available. Some 
companies now offering lifetime in- 
dividual policies would have to leave 
this field if benefits could not be re- 
duced after a certain age. In some 
cases, they might reduce the benefits 
at lower ages. 

The second bill would require group 
hospital, surgical and medical expense 
policies to contain a conversion priv- 
ilege allowing all certificate holders 
to obtain individual contracts which 
are continuable for life. The individu- 








Pan-Am Unveils New 
Policies At 5-Day 
‘Billionaire’ Meet 


Pan-American Life held a 5-day 
“billionaire convention” for 500 dele- 
gates and guests at Hollywood, Fla. 
The “billionaire” theme celebrated the 
$1 billion mark of insurance in force 
which was passed in August. 

President Crawford H. Ellis, who 
presided at a welcome breakfast, re- 
vealed the company now has more 
than $1,030,000,000 of insurance in 
force and $200 million in assets. 

Edward G. Simmons, executive 


vice-president, praised the field force 
(CONTINUED ON PAGE 19) 
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al converted policy would have to pro. 
vide at least a minimum level of bep. 
efits set by the superintendent and 
must provide at least 21 days of hos. 
pital expense benefits plus surgicq 
expense and in-hospital physiciang 
benefits. 

The maximum premium on theg 
conversions would not be allowed tg 
exceed the rate shown in the com. 
pany’s manual, plus a 10% additiong 


charge. The experience of all ingj. 
(CONTINUED ON PAGE 18) 


ANTI-TRUST CHIEF HINTS: 


Some States Putting 
Too Much Regulation 
Into Private Hands 


TUCSON—With respect to some 
states, the question may be raised as 
to whether the grant of what can be 
considered governmental power ty 
private rating bureaus is so great as to 
be invalid on constitutional grounds, 
said Victor R. Hansen, assistant U. §, 
attorney-general in charge of the an. 
ti-trust division, at the University of 
Arizona program on insurance regu- 
lation. Mr. Hansen’s address was the 
feature of a dinner meeting. 





The 
university’s first project under a $5, 
000 grant from New York Life, which 
is being used to extend insurance 
knowledge throughout the state. 

He said the question he was raising 
emphasizes the importance of super- 
vision by the state insurance depart- 
ment over the activities of the private 
rating bureaus. 

Mr. Hansen did not name any of 
the states he thought might be going 
too far in delegating govenmental 
powers to private rating bureaus, 
However, he did mention as an ex- 


insurance program was the | 





ample of effective insurance depart- 
ment supervision the recent decision 
by the New York department recog- 
nizing the right of an insurer to with- 
draw from a rating bureau and file 
independent rates lower than the bu- 
reau rates. 


Mr. Hansen said that recently there 
have been attempts in several states, 
either by proposed legislation or by 
state regulation, to require complete 
uniformity in rates and policy forms. 


ees 


“TI do not wish to express any opin- | 
ion as to the merits or validity of any 


specific state action,’ he said. “I 
would like tc say, however, that to the 
extent that the state imposes strict 
conformity upon the insurance indus- 
try and eliminates or greatly restricts 
the area for independent action in 
rates and methods of operation, to 
that extent the underlying purpose of 
the McCarran act—which is to pre- 
serve and protect healthy competition 
in the insurance industry—becomes 
undermined.” 

Mr. Hansen noted that the McCar- 
ran act provides that “nothing con- 


tained in this act shall render the said | 


Sherman act inapplicable to any 
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agreement to boycott, coerce or in- © 


timidate, or act of boycott, coercion or 


intimidation,” and thus it is clear that © 


coercion, intimidation and boycott re- 
main subject to the Sherman act ir- 
respective of state regulation and su- 
pervision. 
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going places?... 


which direction??? 


For Penn Mutual underwriters interested in going 
places, there are many directions in which to go 
... because Penn Mutual opportunities go to 

Penn Mutual men. There are life underwriting 
sales, sales supervisory work, management and 
General Agency opportunities . .. whatever the 
individual is most interested in and best suited for. 


In turn, the underwriter can be certain that the 
company will do everything in its power to help 
him realize his goal . . . both through intensive 
training and educational programs and through 
plentiful opportunities to test his wings in actual 






Back of Your positions of responsibility. 
Independence 
Stents Ths You see, we know that our “men with a future” 


PENN MUTUAL 
represent our future. 
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THE PENN MUTUAL LIFE INSURANCE COMPANY ¢ Independence Square, Philadelphia, Pa- 
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Mutual Benefit ‘57 
Life Sales Rise To 
Peak $407,704,457 


Mutual Benefit Life sales in 1957 
totaled a record $407,704,457, up $21 
million. Group sales totaled $17,390,517 
in 1957, first year of group operations. 

November and December sales of 
$46 million and $55 million, respect- 
tively, were credited with bringing the 


EASIER TO BUY...EASIER TO SELL 
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company over the $400 million mark 
for the first time. Forty-five of the 81 
agencies sold more in 1957 than in 
1956 and 33 sold more than ever be- 
fore. The average size policy climbed 
to $10,501, a rise of $207. 

The Earls agency in Cincinnati led 
all others with $19,669,505 in sales. 
Cincinnati has led every year since 
1951. Other top agencies were Murrell 
in Los Angeles, with $16,401,961; 
Huber at New York, with $15,380,877; 
Guibord in Newark, with $14,776,808; 


1s Available -  ° 


what 


This indexed, ready-reference manual of sales aids contains tools and 


techniques for everything from a policy presentation to an estate analysis. 
Skillfully co-ordinated with a complete new training program, this mate- 


rial is at the finger-tips of every Berkshire career agent and first line broker. 


McDougall in Cleveland, with $13,339, 
030, and Catterton in Houston, with 
$7,095,026. 


To Pay Dividends Quarterly 

Kansas City Life, which has been 
paying dividends each January and 
July, will hereafter pay dividends on 
a quarterly basis. The company voted 
a dividend of $2 a share for the first 
quarter of 1958 and was paid Jan. 20 
to holders of record Jan. 16. At this 
rate the dividend is $8 a year, or the 
same as paid in 1957. 
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McConnell Offers 
NAIC Aid In U.S. 
Probe Of PL 15 


Commissioner McConnell of Califor. 
nia, in a letter to Sen. O’Mahoney of 
Wyoming, chairman of the senate jy. 
diciary anti-trust subcommittee, has 
offered the cooperation of NAIC jy 
view of a pending investigation of 
state regulation by that committee. 

Mr. McConnell, who is chairman of 
NAIC’s preservation of state regula. 
tion and federal liaison committees 
wrote: “I respectfully suggest that 
these committees of the NAIC ang 
the commissioners individually cap 
supply your committee with complete 
and authoritative information cover. 
ing the subject.” The alternative, he 
said, would be to set up a new jn. 
vestigating and research staff to be 
paid out of funds appropriated for the 
senate committee. “Such an expendi- 
ture is unnecessary and we want to 
cooperate with you to avoid it.” 

The McConnell letter continued: 
“Most recent reports indicate that 
your committee has not yet decided to 
schedule such an investigation. How- 
ever, I am writing to you at this time 
as a precaution so that we may have 
an opportunity to discuss the matter 
at the inception of the planning of any 
such investigation.” 

Included in the letter was an ex. 
cerpt from a joint report of the two 
committees headed by Mr. McConnell 
which was submitted at the December 
meeting of NAIC. The report cited the 
improvement of state regulation since 
Public Law 15 was enacted and wel- 
comed any such investigation as a 
chance to “prove the value and ade- 
quacy of state regulation.” 


List 201 Organizations 


In New Insurance Guide 


A new directory, National Insur- 
ance Organizations in the United 
States and Canada, has: been pub- 
lished by Special Libraries Assn. of 
New York as a project of its insur- 
ance division. 

Edited by Ruby Church Breitner, 
librarian of New York Insurance So- 
ciety, the 72-page directory lists the 
addresses, purposes, services and pub- 
lications of 201 national organizations 
serving the fire, casualty and _ life 
insurance business arranged alphabet- 
ically with a cross index by type of 
business and type of service. Under- 
writing groups, rating and service bu- 
reaus are included as well as associa- 
tions, where they operate on a nation- 
al basis. 

The directory may be purchased for 
$3.50 a copy from the association, 31 
East 10th street, New York 3, N. Y. 


Pru To Build $1 Million Public 
Garage For 500 Cars In Newark 

Following a _ study of downtown 
Newark parking problems, Prudential 
has decided to build a 500-car public 
parking garage at the rear of its Wash- 
ington street building on a site now 
used as an employe parking area for 
84 cars. 

Tentative plans call for a 6-story, 
red brick structure costing over $1 
million. Construction will start this 
summer and be completed in the fall 
of 1959. 

Exterior walls will be open-type 
construction to permit constant cir- 
culation of fresh air. No mechanical 
ventilation will be necessary. The 
basement will be one and two stories 
deep and will contain maintenance 
shops and a new central heating 
plant for Prudential buildings. 
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Conn. General Grades Premiums, Adds New 
Policies, Boosts Dividends, Revises Forms 


Connecticut General has made ma- 
jor changes in its products involving 
a general rate reduction on life con- 
tracts, the introduction of new plans 
to protect family income and home 
ownership, and an increase in the 
dividend rate for participating con- 
tracts. 

Announcement of the changes was 
made to managers of 68 field offices 
by a traveling team of home office of- 
ficials in a series of regional meetings 
in Denver, Chicago, Philadelphia and 
Hartford. 

Affecting both guaranteed cost and 
participating contracts, the new lower 
rates reflect improvements in mortal- 
ity and other factors that go into mak- 
ing premium rates, according to Pres- 
ident Frazar B. Wilde. A 3-step sys- 
tem calls for reduction in three basic 
policy groupings with the result that 
the cost per thousand decreases as the 
amount of insurance increases. This is 
possible, in part, because certain costs 
are the same whether a policy is is- 
sued for $5,000 or $25,000. 

Step I includes all life contracts of 
less than $10,000; step II all those for 
$10,000 but less than $25,000, and step 
III those with face amounts of $25,- 
000 or more. 

Basic rates for policies in step I 
have been generally reduced. Further 
discounts of $1.50 per thousand will 
be made in step II policies, while 
step III policies will have a discount 
of $2 per thousand below the new 
manual rate. 

The first table in next column illus- 
trates the effect of the changes on the 
annual premium for an ordinary life 
contract issued to a man at age 45 on 
the guaranteed cost basis: 

The second table illustrates the ef- 
fect of the changes on the an- 
nual gross premium and average an- 
nual net payment for an ordinary life 
contract issued to a man at age 45 on 
the participating basis: 

In addition to the general rate re- 
duction by policy size, women will 
now be able to buy life insurance with 
the same rates and values as men 
three years younger. This differential 
in rates and values for women is in 
effect in all states where permitted. 

The dividend scale for participating 
policies issued before this year has 
been increased by 13%. 

Among the new plans which are be- 
ing introduced are a 5-year renewable 
and convertible term policy and a term 
to age 65. The company has also 
added greater flexibility to its family 
income plans. It is now possible to in- 
clude the amount of monthly income 
and to select any protection period 
between 10 and 30 years. 


Equitable Of lowa GAs 
Advisory Council Meets 


General Agents advisory council of 
Equitable Life of Iowa met at the 
home office in Des Moines Jan. 13-15. 
The council discussed field and man- 
agement problems and met with home 
office officials to make recommenda- 
tions on 1958 operations, Equitable’s 
general agents advisory council, now 
in its 19th year, is composed of seven 
general agents—four qualified — for 
membership through having attained 
company honors and three appointed 
by the president. 

Those serving during 1957-58 are 
H. S. Bell, Seattle; H. S. Brownlee, 
Pittsburgh; M. F. Buscher, Minneapo- 
lis; F. L, McCormick, Des Moines; J. 
E. Mattox, Oakland; E. V. Reed, Wich- 
ita; J. R. Townsend Jr., Indianapolis. 





The mortgage protection policy is 
now offered on a level premium ba- 
sis, payable for the duration of the 
mortgage term. 


changes in premium rates, newly re- 
vised plans of protection and increase 
in dividend scale, Connecticut General 
has streamlined policy forms and in- 
troduced completely revised rate man- 
uals. In addition, policy forms have 
been redesigned to permit mechan- 
ized processing, which could result di- 
rectly in savings to the policyholder, 


Consistent with the broad-scale Mr. Wilde said. 
New Cost Old Cost 
FACE AMOUNT Per Thousand Per Thousand 
Step I (Manual rate) under 10,000 29.95 30.98 
Step II 10,000 but less 
than 25,000 28.45 30.98 
Step III 25,000 and over 27.95 28.80 





Annual Gross 
Premium Per 


FACE AMOUNT Thousand 


Average Annual Net Payment Per Thousand 
10 years 








20 years 
New Old New* Old+ New* Old; 
> ¥ ¥ $ $ . $ 

Step I 
(manual rate) 
under $10,000 35.88 38.81 30.05 30.96 28.77 29.33 
Step II 
$10,000 but 
less than 
$25,000 34.38 38.81 28.55 30.96 27.27 29.33 
Step III 
$25,000 
and over I 38.81 28.05 30.96 26.77 29.33 
* Based on the 1958 dividend scale 
+ Based on the 1957 dividend scale 

s f Life insurance in force rose to $19.1 
New York Life 97 billion on 4.5 million policyholders. 

= ° Yearly premiums from greup and 
Sales Rise 29 % To individual A&S rose to $50,586,000, up 
=11= $9,856,000. 
Peak $3.2 Billion 
New York Life’s 1957 life sales 


climbed to a record $3.2 billion, up 
$700 million. 

Ordinary life sales amounted to a 
peak $2,512,567,000, up $471,182,000. 
Average size individual policy was 
over $8,100, another new record. 

Group life volume amounted to a 
record $733,800,000, up $275.6 million. 


Fort Wayne Managers Assn. Elects 


Joseph B. Clevenger, Guarantee 
Mutual Life, has been elected pres- 
ident of Fort Wayne Life Managers 
Assn. Other officers are Robert H. 
Knipper, Monumental Life, vice-pres- 
ident; Charles H. Dickerson, secre- 
tary; and Eugene E. Biller, National 
L. & A., treasurer. 















COMMONWEALTH 
IFE 


INSURANCE COMPANY 


e One of the Nation’s 
° billion-dollar companies 
’ with more than 1000 suc- 


cessful Fieldmen . . . in 
seven States ... from the 
A Great Lakes to the Gulf 
Coast. 


me HOME OFFICE: 
wd Commonwealth Building 
Louisville 


The Tallest, Finest Office 
Building in Kentucky 





ALC-LIAA Name 39 
Standing, Joint 
Committees For 1958 


American Life Convention and Life 
Insurance Associauon orf America 
have named standing committees for 
their respective organizations, as well 
as for joint committees of the two 
groups for 1958. 

ALC President Harry J. Stewart, 
president of West Coast Life, also nam- 
ed the 12-man board of regents of 
ALC’s life officers investment seminar, 
which is responsible for an annual two- 
week intensive investment course 
gs in June at Beloit College, Beloit, 

is. 

Committee chairmen follow: 


ALC-LIAA JOINT COMMITTEES 


Blanks: R. M. Sellers, executive vice-presi- 
dent and actuary, Commonwealth Life; Eco- 
nomic Policy: Devereux C. Josephs, chairman 
New York Life; Federal Income Taxation of 
Life Insurance Companies: Deane C. Davis, 
president National Life of Vermont; Group: 
J. C. Archibald, vice-president Bankers Life 
of Iowa; Individual A&H: Henry H. Childress, 
general counsel Pacific Mutual Life. 

Also, Legislative: Charles G. Dougherty, 
vice-president Metropolitan; Practice of Law: 
H. S. Redeker, general counsel Fidelity Mutual 
Premium Taxation: W. L. Wilkinson, 

V Crwwrectiont Goneral: Re-Ex- 
amination of Group Policy: Henry S. Beers, 
pres.dea. Aa ina L.fe; Social Security: John 
H. Miller, vice-president and senior actuary 
Monarch Life; Valuation of Assets: Frank J. 
Travers. vice-president securities American 
United Life. 


ALC STANDING COMMITTEES 


A&H: Travis T. Wallace, president Great 
American Reserve; Actuarial: Norman M. 
Hughes, vice-president and chief actuary Na- 
tional Life & Accident; Agents & Agencies: 
Robert E. Murphy, president California-West- 
ern States Life; Company Relations: William 
J. Rushton, president Protective Life; Conven- 
tion Meetings: R. Howard Dobbs Jr., president 
Life of Georgia; Coordination of Activities: 
Joseph M. Bryan, senior vice-president Jeffer- 
son Standard Life: Den-rtmert-' Supervision: 
G. Frank Purvis Jr., vice-president and asso- 
weliet Bu S wae a . “ - « «C 

Also, Finance: L. D. Cavanaugh, chairman 
Federal Life of Chicago; Home Office Admin- 
istration: . J. Moore, executive vice-presi- 
dent Old Line Life; Insurance Regulation: 
Daniel J. Reidy, vice-president and general 
counsel Guardian Life; International Labor 
Organization Activities: R. . Richardson, 
president and chairman Western Life of Mon- 
tana; Investment Problems: Richard D. Nel- 
son, executive vice-president and treasurer 
Colonial Life; Medical Examinations: Dr. 
Frank A. Warner, vice-president and medical 
director John Hancock. 

Membership: Cecil Woods, president Volun- 
teer State Life; Program: Harry J. Stewart, 
president West Coast Life; Representation on 
Health Insurance Council: Dr. J. Grant Irving, 
medical director Aetna Life; Resolutions: Vir- 
gil H. Smith, vice-president and actuary Ben- 
eficial Life; Uniform Laws: Orville F. Gra- 
hame, vice-president and general counsel 
Paul Revere Life; Board of Regents: Claris 
Adams, executive vice-president and general 
counsel ALC. 

LIAA STANDING COMMITTEES 

Auditing: William P. Worthington, president 
Home Life of New York; Budget: Burgh S. 
Johnson, administrative vice-president Guardi- 
an Life; Contribution Formula: H. Ladd Plum- 
ley, president State Mutual Life; Coordination 
of Activities: Deane C. Davis, president Na- 
tional Life of Vermont; Health Insurance 
Council: C. Manton Eddy, vice-president and 
secretary, Connecticut General; Investment 
Research: George T. Conklin Jr., vice-presi- 
dent finance Guardian Life; Membership: 
Ralph R. Lounsbury, president Bankers Na- 
tional Life; Nominating: Edmund Fitzgerald, 
president Northwestern Mutual; Program: H. 
Bruce Palmer, president Mutual Benefit Life. 


Institute Issues Reports On 
Life Insurance In Arkansas, Ohio 


Reports on the growth of life insur- 
ance in Arkansas and Ohio from 1940 
to 1956 have been issued by Institute 
of Life Insurance to provide additional 
localized news material for editors 
and others. In the last 2% years, 11 
such reports in a state-by state series 
have been released to newspapers and 
other publications in the various states. 

The pamphlets contain facts on each 
area’s volume of life insurance in force 
in various categories for the years 
covered, sales of ordinary life, death 
claims and living benefits, A&S bene- 
fit payments and life insurance premi- 
ums paid, with a comparison of these 
to personal income in that particular 
state. In addition, the companies’ 
holdings of mortgages are set forth to 
indicate the investment side of the 





story. 





6 


Conn. Mutual Sales 
Of $460,467,823 In 
1957 Set New Mark 


Connecticut Mutual’s 1957 life sales 
climbed to a peak $460,467,823, up 
$30,357,301. 

Seven of the top 10 sales months on 
record were registered during the 
year. Total insurance in force rose by 
a record $283 million to a new all- 


HeNATIONAL UNDERWRITER 


time high of $3,680,000,000 at year’s 
end. 

The 1957 new business figures do 
not include $16 million in new de- 
creasing term insurance and $17.8 
million in annuities sold during the 
year. 

Fifty-two of the 81 general agen- 
cies scored gains for the year, 25 post- 
ing 10 or more plus months. 

For the ninth straight year the top 
agency was the Josephson agency at 
New York, with a volume of $20,162,- 
825. 


Other agencies in the top 10 were 
Hunken at Chicago, Love at Hartford, 
Bates at Los Angeles, Fraser at New 
York, Jones at Los Angeles, William- 
son at Chicago, Fluegelman at New 
York, Kail at Cleveland and Rosenfelt 
at Toledo. 


The Feustel-Berglas agency of Los 
Angeles has won the Lincoln National 
Life president’s trophy for leading the 
company in paid-for production from 
new agents. Leading agent was Frank 
M. Iwasaki and Mitchell L. Brenner 
won the man-of-the-year award. 
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Continental Casualty 
Adds Free Dental 
Rider To A&H Plans 


Continental Casualty has liberalizeg 
its A&H policies by attaching a rider 
to all hospital and surgical type plans 
to provide, without additional cost to 
the policyholder, coverage for certain 
dental surgery for patients confined jn 
a hospital. The same rider also ex. 


tends coverage for the administration 





an investment in youth 





greater educational / 





opportunities to more than: 


ay 
Csr 


150 Lutheran young people | 


e Each year the Society invests in outstanding Lutheran students through its 
Educational Scholarship program... thus making possible advanced training 
for potential leaders of tomorrow. LUTHERAN BROTHERHOOD’S “class” of scholarship 
winners — now reaching 600 — are assuming roles of active service and 
leadership, for which the SocieTy and Lutherans everywhere are grateful. 








Among the Lutheran Brotherhood scholarships provided this year are— 


SEMINARY GRADUATE 


scholarships of $1000 each to seminary 
graduates to assist in post-graduate 
study. 


9 


SENIOR COLLEGE 


scholarships of $300 each to college 
juniors to encourage continuation of 
their academic studies. 


45 





JUNIOR COLLEGE 





12 


scholarships of $150 each to students 
who have completed their first year’s 
studies. 


YOUTH LEADERSHIP 


scholarships of $150 each to outstand- 
ing high school graduates to encourage 
enrollment in Lutheran colleges. 


futheran 


83 





NATIONAL LUTHERAN 
NURSES GUILD 


2 scholarships of $500 each to nurses to 
assist in advanced training. 





aes another Living Benefit provided by 





Brotherhood 


Our 40th year of conscientious 
service to Lutherans and 
to the Lutheran church 





of anesthetics by both hospital em. 
ployes and specialists in the field, ac. 
cording to Dr. Clem Martin, medica] 
director. 

The new extension of benefits be. 
came effective Jan. 1, 1958 for al 
present Continental policyholders and 
is included in every new hospital type 
policy sold by the company after that 
date. There is no extra premium for 
this extended coverage. 

“The extension of dental and anes. 
thetic benefits is the result of Con- 
tinental’s continuing interest in med- 
ical advances,” said Dr. Martin. “A 
dentist rather than a physicial usually 
performs the kind of operation known 
as oral surgery. We see no reason for 
considering such operations different 
from an appendectomy or tonsillec- 
tomy when providing accident and 
health protection.” 


The new rider eiminates any dis- 
tinction between oral surgery and oth- 
er types of surgery. Treatment of a 
fractured jaw by a dentist provides 
the same basis for a claim as does 
treatment of a fractured leg by a sur- 
geon, Dr. Martin pointed out. 

Hospital room and board and mis- 
cellaneous expenses are now payable 
when a policyholder is hospital con- 
fined for any dental surgery, includ- 
ing extractions. 

Surgical benefits are now made 
payable for oral surgery when it is 
necessary because of an_ injury, 
whether the operation is performed in 
the dentist’s office or in a hospital. 
If the dental surgery is made neces- 
sary because of sickness or disease or 
if a dental extraction is done, the pa- 
tient must be confined to a hospital 
in order to receive payment. 

This does not mean that prosthetic 
or reparative dentistry will be cov- 
ered but it does mean that all other 
oral surgery will be cared for under 
ordinary hospital and surgical type 
policies. 

e 


Dr. Jay H. Eshleman, chairman of 
American Dental Assn.’s council on 
dental health, described Continental’s 
action as a “forward step” in helping 
meet the public’s health needs. 

“This new rider is welcomed by 
American Dental Assn. as indicative 
of a new trend to develop realistic 
programs for meeting the costs of den- 
tal care which in past years has been 
largely ignored in health insurance 
programs,” he declared. 

“The dental profession has repeat- 
edly emphasized the fact that dental 
health is an integral part of total 
health. The extension of insurance 
coverage to dental surgery performed 
in hospitals is a logical step in the 
direction of improving the total health 
of the public.” 


Sales Talk At Milwaukee 


James Dornoff, vice-president for 


LIVING BENEFITS FOR LUTHERANS THROUGH LIFE INSURANCE 


sales of Pate Oil Co. spoke on the 
magic of enthusiasm in salesmanship 
at the January luncheon meeting of 
A&H Underwriters of Milwaukee. 
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Nw Mutual Agents F ind Many Uses For 
Flexible ‘Planned Incomes’ Service 


“Planned Incomes,” Northwestern 
Mutual’s simple programing system, 
can be put to effective use in many 
ways to fit the operations of the indi- 
vidual agent. 

The wat brovesht out by four pro- 
ducers who told “How Planned In- 
comes Works for Me” at Northwest- 
ern’s annual eastern regional meeting 
at New York. The four different slants 
on the use of this time-tested ap- 
proach were presented by Allison T. 
Lines, Syracuse; Warren G. Kreter, 
New York City; Herbert Watson, Phil- 
adelphia, and Herman E. Chermak, 
Levittown, Pa. 

Mr. Lines said “Planned Incomes” 
provides him with a more professional 
approch because he can offer a con- 
fidential survey of his prospect’s life 
insurance. This is more than package 
selling. 

The surveys eliminate competition 
and help prospects see what needs 
must be met first. Matters concerning 
wills and general estate problems are 
brought out. 

J 

The use of “Planned Incomes” 
helps Mr. Lines know where he is 
going and at what pace he can travel. 
The method helps him plan his time 
and activities better. It also gives 
him peace of mind by causing him to 
have enough life insurance to take 
care of his own wife and five children. 
Acutely aware of the need for family 
security, he talks with conviction 
about its importance to his prospects. 

Although planned hard work may 
well be the common, denominator of 
success, a lot of enthusiasm is neces- 
sary, too, Mr. Kreter stated. The 
“Planned Incomes” service attracted 
him to Northwestern because he is 
not the type of person who bubbles 
over with enthusiasm. 

Mr. Kreter never has used cold can- 
vass. He relies on referred leads, a 
limited amount of direct mail, friends, 
relatives and the like. He prefers per- 
sonal visits to telephone calls. He 
finds that lunching with clients and 
prospects is more successful in sub- 
urban areas than in bustling city res- 
tuarants where “eat and get out” is 
the order of the day. And he usually 
splits the check to avoid any feeling 
of obligation on the part of the pros- 
pect. 

He obtains a good flow of prospects 
by taking a sincere interest in clients 
who give him many referred leads in 
gratitude for his efforts. 

e 

Mr. Kreter likes “Planned Incomes” 
because it coordinates life insurance, 
social security and other incomes into 
a monthly income program for the 
client. 

He has found that the method makes 
him the client’s agent for life; turns 
up other uses for life insurance; cre- 
ates automatic repeat sales, and sim- 
plifies prospecting. 

Mr. Watson, who uses “Planned In- 
comes” only to a limited extent, rarely 
prepares a PI folder until the prospect 
becomes a client. He has found, how- 
ever, that the approach has helped 
him upgrade his clientele. 

Describing his methods of keeping 
records, he noted that he has kept his 
operating costs down by running an 
uncomplicated system. He maintains 
simple alphabetical files and adds 
more information when a case devel- 
ops. He makes three direct mailings a 
year. College alumni activities have 
provided a good source of leads. 

Mr. Watson recalled that he gave a 


lot of study to the business before en- 
tering it. He was used to hard work 
and was willing to live on a modest 
budget while building his production. 
These helped him through the rough 
early period. 

Mr. Watson spoke in place of Rich- 
ard E. Fuhrer, Pittsburgh, who was 
unable to appear because of illness. 

e 

Mr. Chermak explained his use of 
“Planned Incomes” by telling about 
a typical case. He offers the confiden- 
tial survey of the prospect’s life in- 
surance at the initial interview. He 
asks questions which have been ar- 
ranged by the home office in such 
natural order that the prospect feels 
almost compelled to answer. He de- 
termines the minimum needs and then 
calculates how much in the way of 
policy proceeds will be required to 
meet the needs. Then he suggests an 
amount the prospect can afford in 


premiums. 
Mr. Chermak uses package selling 
with “Planned Incomes.” The 


“Planned Incomes” approach usually 
results in a larger sale than a package 
and does not scare away the prospect. 
He does not have to try for a maxi- 
mum sale because he can return pe- 
riodically to clients to review their 
needs under the “Planned Incomes” 
service. 

He finds the method gives him a pro- 
fessional approach, keeps out compe- 
titors and provides enough flexibility 
to make sales in a variety of cases. 

Moderator of the panel was Noel W. 
Salomon, Hampton, N. H. 


Equitable Society 
Opens Big 18-Month 
Centennial Drive 


Equitable Society has launched an 
18-month sales campaign to be cli- 
maxed by celebration of the com- 
pany’s 100th anniversary. During the 
drive, longest in Equitable history, sev- 
eral thousand agents are expected to 
qualify for attendance at a 4-day cen- 
tennial meeting, July 26-29, 1959, at 
New York. 

The anniversary celebration is ex- 
pected to draw a record 5,000 agents, 
managers and their wives or hus- 
bands, in addition to administrative 
employes from the home office and 
regional offices. 

A highlight will be cornerstone-lay- 
ing ceremonies for Equitable’s new 
home office building on the Avenue 
of the Americas between 5lst and 
52nd streets. The New York Coliseum 
will provide headquarters for the cel- 
ebration, which is to be one of the 
largest business meetings ever held 
there and one of the largest insurance 
gatherings ever to take place in New 
York, 


Pacific Mutual Council Meets 

The agency advisory council of Pa- 
cific Mutual Life met in Los Angeles 
Jan. 14-15. The group was appointed 
last year to be a sounding board for 
ideas on agency procedures, products, 
sales aids and other items affecting 
general agents, managers and field 
underwriters. Attending the Los An- 
geles meeting were General Agents 
P. P. Burnette, Norfolk, Va.; James 
W. Butler, Dayton; Harry Gantz, Cin- 
cinnati; Charlton G. Standeford, Fres- 
no; W. W. Stewart, Los Angeles; M.E. 
Thompson, Los Angeles; and Agency 
eal Raymond E. Walden, New- 
ark. 













Brokers look to 


GUARDIAN 
for Leadership in 









Non-Can Income 





Now available in most states... 


Three New Participating Policies — 


Guaranteed Renewable to Age 65 


The Reliance — streamlined disability income protection 
for one, two or five years at an unusually low premium. 


The Income Guardian — choice of one, two or five year 
benefit for sickness, plus lifetime accident benefit. 


The Income Defender — income all the way to age 65 
for sickness, plus lifetime accident benefit. 


Optional Benefits — Accidental Death, Ad- 
ditional Income when Hospitalized, Excess 
Accident Medical Expense — available on all 
three by rider. 


Call your GuarpIAN Manager today for full information, or write 


The GUARDIAN Life Insurance Company 
OF AMERICA 


A Mutual Company—Established 1860 


50 Union Square—New York 3, N. Y. 


PAUL TEMPLE 
AND ASSOCIATES 
Purchase, Re-Insurance 
IN SU RAN CE and/or Merger of Life, Fire and 
Casualty Insurance Company's 
negotiated in confidence through 
the facilities of this 31 year 


old organization. 


ANALYSTS 


6355 NORTH CLARK STREET 
CHICAGO 26, ILL. 
PHONE: AMbassador 2-4208 
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Natl. Life Of Vt. 
1957 Sales Rose To 
Peak $282 Million 


National Life of Vermont sales in 
1957 rose to $282 million, up 19%, set- 
ting a new record for the sixth con- 
secutive year. 

Premiums on an annual basis to- 
taled $9 million, up 6%. 

The field force sold $28 million of 
life insurance in December to set a 


HieNATIONAL UNDERWRITER 


new record for one month’s sales. 


Of the 60 general agencies, the top 
10 in order of sales volume for 1957 
were Atlanta, Chicago, Hodes at New 
York, Los Angeles, Manchester, N. H., 
New Canaan, Conn., Hartford, Roa- 
noke, Bender at New York and De- 
troit. 

Insurance Field has named John 
W. Kosbin eastern manager with head- 
quarters at 116 John street, New York. 
He has had wide experience as an 
industrial and safety engineer, in sys- 
tems and procedures. 


Hancock Introduces 
Broad 3-Year Field 
Training Program 


John Hancock’s general agency de- 
partment this month is introducing to 
its field forces a new 3-year field 
training program which is one of the 
most comprehensive training courses 
available in the industry. 

The program, in preparation for 
more than a year, will be introduced 
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to John Hancock general agents ang 
supervisors at a series of 2-day con. 
ferences at Boston, Washington, Cin. 
cinnati, Buffalo, Atlanta, Kansas City, 
Chicago, Fort Worth and New York 
during the month. They, in turn, wil] 
introduce the course in their agencies, 
The program will be made available 
to all new agents. 

The course is designed to cover al] 
phases of selling from basic funda. 
mentals to advanced underwriting, in. 
cluding programming, business insur. 
ance and estate analysis. 





YCSSTYO! 


No It Isn’t Russian . . . nor Yugoslav... 
nor Czech. It stands for Minnesota Mutual’s 
concept of how to succeed in the life insur- 
ance business . . . “You Can’t Sell Sitting In 
Your Office!” 


Here At Minnesota Mutual we haven’t been 
sitting in our office! Minnesota Mutual 
agency people spend most of their time on 
the street, with the Field, demonstrating be- 
fore prospects that Minnesota Mutual tools 
really work! Getting out ourselves and 
proving it is the final... and vital... step 
in our concept of successful life insurance 
selling. 





sy Vi me) a 
THE NORTH 












We Believe ... first... in thoroughly or- 
ganized sales methods. Second . . . tested 
and proven presentations aimed a‘ selling 
life insurance to fit specific needs. Third... 
dramatic, convincing visual aids that trigger 
every presentation. Our Success Bond Story, 
Mortgage Cancellation Plan and unique 
Business Insurance Proposal are typical 
examples. Originated by Minnesota Mutual 
and improved constantly over the years, 
they have no peers in the industry. 


Career underwriters who sell for Minnesota 
Mutual Life haven’t been sitting in their 
offices either! They’ve used these tools to 
give us 1% billions of insurance in force. 
They’re the men whose guiding light is the 
“Star of the North.” They’re the men who 
are building a successful career with... 


The Agent- Minded 


MINNESOTA 
MUTUAL 
LIFE 


Insurance Company 


VICTORY SQUARE—ST. PAUL, MINNESOTA 


It begins with the knowledge and 
skills which the new agent must have 
in order to commence activity in the 
business. The first section treats pros- 
pecting, direct mail, basic package 
selling, use of the telephone, closing, 
securing cash with the . application, 
work organization, record keeping and 
a thorough knowledge of life insur. 
ance fundamentals. 

The second phase deals with a more 
advanced knowledge of needs for life 
insurance, specialized prospecting, 
study of social security, veterans ben- 
efits, settlement options and the tran- 
sition from package sales into simple 
programming. 

The third phase deals with a de- 
tailed analysis of life insurance as es- 
tate property, advanced programming 
and an introduction of business life 
insurance and estate planning. 

The fourth and final phase deals 
with the most technical phases of 
business insurance, including deferred 
compensation, pension trusts, profit 
sharing and a study of the relationship 
of state and federal taxes to life in- 
surance investment. It also covers ad- 
vanced estate planning, including the 
integration of life insurance with all 
other forms of estate property. 

Hancock officials who will take part 
in the introductory sessions include 
R. Radcliffe Massey, vice-president; 
George Vinsonhaler, 2nd _ vice-presi- 
dent; and Harold W. Chader, E. Wayne 
Wood, Charles W. Hoover, William D. 
Bacon and Robert E. Dye, superintend- 
ents of agencies. In addition, staff 
teams will include William Kiel, as- 
sistant manager of field training, and 
Charles Baldwin, Richard  Secrist, 
Jack Danner, Sherman Shaw, Key 
Powell, Gerald Firestone and Charles 
Middendorf, field assistants. 

The new program titled “John Han- 
cock Agent’s Program for Progress,” 
was developed by the general agency 
staff in conjunction with a_ special 
training committee of general agents 
from all parts of the country. Assist- 
ance and advice also was provided by 
LIAMA. 


Old Republic To Increase 
Capital, Issue Dividend 


Shareholders of Old Republic Life 
have approved a 5% increase in cap- 
ital. Additional shares will be distri- 
buted as a 5% stock dividend to share- 
holders of record on Jan. 17. The reg- 
ular quarterly cash dividend of 20 
cents per share will be paid Feb. 1 
and will apply to both old and new 
shares. 


Absolute Security Of Mobile Sells 
Ordinary Business To Natl. Union 


National Union Life of Montgomery 
has purchased the ordinary business 
of Absolute Security Life of Mobile. 
Superintendent Horn of Alabama has 
ar -7>-->4 the transaction. 

William L. McKnight, chairman of 
Minnesota Mining & Manufacturing 
Co., purchased control of National Un- 





ion early last year. It has been li- 
censed in Minnesota and Louisiana 
since then. 
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Nw National Gives 
Resume Of Dealings 
With Nationwide 


The 73rd annual report of North- 
western National Life, the financial 
highlights of which were reported last 
week, contains a resume of the devel- 
opments between that company and 
Nationwide Corp. of Columbus, the 
holding company owned by Nationwide 
Mutual. 

Northwestern National management 
reports that at the time of the annual 
meeting on Jan. 28, 1957, Nationwide 
Corp. held approximately 51% of the 
920,000 shares of Northwestern Na- 
tional. Nationwide’s attorneys ap- 
peared at that meeting and objected 
to its being held on the ground that 
the majority of stock was not present 
in that Nationwide was not represent- 
ed by designated proxies. The meet- 
ing was held nevertheless after coun- 
sel for Northwestern National ex- 
pressed the opinion that it was legally 
constituted. Nationwide brought suit 
in U.S. district court, challenging the 
legality of the 1957 meeting. That suit 
has yet to come to trial. 


In April, 1957, Nationwide Corp. 
brought suit in Minnesota district 
court at St. Paul, seeking lists of 


shareholders and participating policy- 
holders for the purpose of soliciting 
proxies from them, and in August an 
order was issued directing Northwest- 
ern National to make available to Na- 
tionwide lists showing the names and 
addresses of shareholders and partici- 
pating policyholders, the number of 
shares owned by each _ shareholder 
and the amount of participating in- 
surance held by each participating 
policyholder. This court also issued 
a temporary injunction restraining 
Northwestern National from further 
solicitation of proxies from participat- 
ing policyholders until Nationwide had 
the lists. This was appealed to the 
supreme court of Minnesota on the 
ground that, among other things, the 
relationship of the life company with 
its policyholders is a fiduciary one and 
the release of such information would 
constitute a breach of confidence. 
However, the report says, on Jan. 10, 
1958, Minnesota supreme court af- 
firmed the lower court, and Northwest- 
ern National will comply with the or- 
der. 

On Jan. 8, 1958, Nationwide com- 
menced another action in district court 
to enjoin the voting of participating 
policyholder proxies held by members 
of Northwestern National’s executive 
committee, and at a hearing Jan. 13 
the court stipulated that the annual 
meeting would be postponed until Oct. 
27, 1958. Northwestern National’s re- 
port noted that before then it may be 
expected Nationwide will solicit prox- 
ies for votes of participating policy- 
holders, “and if it does, management 
will do the same.” 

It is pointed out that Northwestern 
National is unique in that it is a com- 
bined stock and mutual company with 
both stockholders and _ participating 
policyholders having votes. 

Participating policyholders have one 
vote each plus one additional vote for 
each $1,000 of participating insurance 
in force in excess of $1,000 to a limit of 
100 votes. There are more than 500,000 
policyholder votes, more than twice 
the number of votes held by stock- 
holders. 


Phoenix Mutual’s New York City brokerage 
agency managed by William F. Kelly produced 
$18,260,000 in paid for volume in 1957, an 
amount four times larger than in 1956. 
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Continental American 
Fetes Sales Leaders At 
Anniversary Banquet 


Continental American Life climaxed 
its 50th anniversary year observance 
at Wilmington, Del., with a banquet 
at Hotel Du Pont at which 66 field 
representatives from the company’s 
12-state territory received awards for 
outstanding sales records. 

Special award presentations were 
made by Max S. Bell, vice-president, 
and included certificates to: Rosen-Vo- 
gel agency of New York for the great- 
est number of club credits among all 
company agencies during the anni- 
versary year; Clyde H. Smoll, Norris- 
town, Pa., for the-greatest:number of 
club credits among all company- field 
representatives; Clark W. Dill, Wil- 
mington, Del., for the greatest number 
of lives insured, and Sam B. Sapir- 
stein, New York, for the greatest num- 
ber of club credits among all compa- 
ny general agents and managers. 

The agents and managers and their 
wives were feted at a president’s re- 
ception prior to the dinner. Claude L. 
Benner, Continental American’s presi- 
dent, presided at the dinner, and the 
principal speaker was Commissioner 
Smith of Delaware. The special guest 
list included Gov. Boggs; U. S. Sens. 
Williams and Frear; Congressman 
Haskell, and Wilmington Mayor Lam- 
mot. 

The following morning the visiting 
field representatives inspected Conti- 
nental American’s home office build- 
ing. The open house was followed by 
a fellowship luncheon at Hotel DuPont, 
which concluded the anniversary cele- 
bration. 


Hints Higher Blue Cross 


Rates Than Estimated 


A hint that Indiana Blue Cross rate 
hikes, if approved, will exceed the 
15% increase that was first estimated, 
was given in a statement to the press 
by the executive director of Mutual 
Hospital Insurance Inc., Blue Cross in- 
surer in the state. He implied that 
Commissioner Palmer’s first estimate 
of 12 to 15% was too low. 

The Indianapolis Times reported 
that increases on group policies for 
married persons would be in the 
neighborhood of 21% and on single 
persons, about 30%. The paper further 
stated that ‘one small group of policy- 
holders would have a 40% increase.” 

The Times also reproduced a Blue 
Cross form letter to policyholders. 
dated Nov. 18, 1957, saying that if 
rates were increased, it would notify 
policyholders direct, several months in 
advance. ‘Five weeks later,” the 
Times pointed out, “the request for 
higher rates was secretly filed with 
the state. 

Meanwhile, State Sen. Townsend, 
who heads the legislative committee 
investigating hospitalization insurance, 
promised a probe of the rate-hike in- 
crease. He pointed out that Blue Cross 
rates are geared to hospital costs and 
questioned why hospitals always in- 
crease their rates at the same time 
Blue Cross and Blue Shield do. He al- 
so questioned how hospital rates can 
be the same all over Indianapolis 
when costs vary for each operation. 


The Swanson agency at Chicago of New Eng- 
land Life produced a_ record $6,500,259 
written business credits in a 2-month company- 
wide contest just completed, the highest total 
registered by an agency in the middle west and 
one of the top records nationwide. The agen- 
cy’s 1957 paid business showed a 24% gain 
over 1956. 








Four-way Protection 





Occidental now offers four-way protection to 
groups of 10 to 50. employees — protection 
- against loss of income due to death or disa- 
bility and protection against first-dollar hos- 
pital and surgical costs as well as the larger 
budget-wrecking medical bills. It’s all here 
in these four plans: 


1. Life At Ten with a $20,000 maximum and 
an optional installment disability benefit. 
2. 3-D featuring an executive plan paying 
executives a $100 weekly time-loss benefit. 
3. 10-Plus Medical Expense Plan with its 
high maximums to $18 per day for hos- 
pital room and board, $500 for other 
hospital services and $350 for surgery. 
4. Major Medical that has an 80-20 co-in- 
surance factor and a $10,000 maximum. 












Four ways for small-group employers to pro- 
tect their employees and four ways for Occi- 
dental representatives to earn commissions. 
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A Commendable Piece Of Inaction 


The recent non-awarding of the 
American Assn. of University Teach- 
ers of Insurance annual Elizur 
Wright award for “outstanding orig- 
inal contribution to the literature of 
insurance” was refreshing and thought 
provoking. 

Too often award judges and their ad- 
visers, not just in insurance but in 
many other fields, feel themselves to 
be under a categorical imperative to 
pick a winner, regardless of the qual- 
ity of the field. In picking award 
winners there should be not only free- 
dom of choice but freedom to refuse to 
choose. In behalf of this freedom, the 
AAUTI and its advisory committee on 
the Wright award have just struck a 
blow that should encourage all judges 
and advisers who on occasion might 
like to be candid and say, “Frankly, we 
don’t think anybody qualified for this 
award this year.” 

If this freedom not to choose were 
an accepted thing, there would be more 
respect for an award. As it is, there is 
sometimes the feeling that the winner 
didn’t deserve it but everybody else in 
the running deserved it even less. 

This suggests that there should be 
certain standards to be met in winning 
an award. The AAUTI advisory com- 
mittee on the Wright awards, headed 
by Prof. R. I. Mehr of University of 
Illinois, sensed this need and developed 
a set of standards for selection of 
works placed in competition for the 
Wright award. There have been no 
such standards in the past. 

First, there is a definition of “liter- 
ature” for purposes of the award. The 
publication would have to be in perma- 
nent, bound form and available to the 
public. It would have to be a “book” 
in the library-accepted definition; pro- 
ceedings of a professional society or 
trade organization available to the pub- 
lic, or a learned journal, although not 
necessarily restricted to such publi- 
cations. It would have to be published 
originally in the United States or 
Canada, written in English worthy of 
scholastic approval, and “of sufficient 
impact on the insurance business to 
have some effect of an economic or 
social nature.” 

“Insurance” is defined as private 
insurance in all its lines and social in- 
surance to the extent that it affects 
private insurance operations. 

“Original” for purposes of the award 
does not include a compilation of 
existing material, exposition of a com- 
mon practice, literature not involving 
research or study, or a report on re- 
search not developing or supporting a 
conclusion. 

The word “outstanding,” for pur- 
poses of the award, would be defined 
as “a writing that is outstanding in the 
literature of insurance in comparison 
with those over an extended period of 
years and not outstanding merely in 
comparison with publications under 
consideration for the current award.” 

The advisory committee’s proposal 


also would provide that the date of 
publication would be determined by 
the date of first copyright; that it must 
have been published in the calendar 
year immediately preceding the year 
for which it is being judged for the 
award, but that in any year in which 
no award would otherwise be made to 
a work published in the preceding 
year, consideration may be given to a 
work published in a prior period, the 
significance of which has become ap- 
parent only in very recent years. 

Prof. Dan McGill of the Wharton 
School of University of Pennsylvania 
would like to include both private and 
social insurance, provided the publi- 
cation on social insurance dealt with 
the mechanism of insurance as oppos- 
ed to the social issues involved. He also 
feels that the list of eligible publica- 
tions should be restricted to those 
copyrighted in the calendar year pre- 
ceding the calendar year in which the 
award is to be made. He contends that 
the committee’s recommendation on 
this point would mean that “the entire 
universe of insurance publications 
would have to be reviewed every 
year.” 

Those recommended standards, 
either with or without Prof. McGill’s 
amendments, appear to be _ tough 
enough to keep the award deserving of 
the highest respect. They suggest the 
wisdom of developing some of sort of 
standards for other awards where it is 
important not only to reward the top 
qualifier but to make sure the award 
goes to no top qualifier who hasn’t also 
met the stated requirements. Certainly 
the judges of such awards would be 
more than grateful for these guide- 
posts.—R.B.M. 


PERSONALS 


President Walter O. Menge of Lin- 
coln National has been elected a mem- 
ber of the National Committee for 
Education in Family Finance. Harold 
C. Hunt, who left the chairmanship of 
the committee in 1955 when he be- 
came under secretary of the Depart- 
ment of Health, Education and Wel- 
fare, has resumed the chairmanship. 
Mr. Hunt left government service last 
year to return to the Harvard graduate 
school of education where he is Eliot 
professor of education. 














Hear Traffic Safety Talk 


Members of Illinois A&S Under- 
writers Forum discussed traffic safe- 
ty at the January meeting. Phil Brown, 
field supervisor, Illinois division of 
traffic safety, briefly described the 
operations of his department and an- 
swered questions from members on 
traffic safety and accident prevention. 

Next meeting will be Feb. 19 at the 
Prudential building, Chicago, and will 
include a tour of Prudential facilities 
in the building. 
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Otto Schwartz, 44 
Years With National 
Underwriter Co., Dies 


“Otto E. Schwartz, 62, Chicago man. 
ager of the National Underwriter Co, 
died of a heart at- 
tack at his home 
in Arlington 
Heights, Ill. He 
would have ob- 
served his 44th an- 
niversary with the 
company Feb. 2. 

Known within 
the company as the 
“Peerless Leader,” 
Mr. Schwartz was 
either first or sec- 
ond in_ business 
production for the 
National Underwriter Co. from 192 
on. He started in business with Kel. 
logg Switchboard & Supply Co. of 
Chicago, and in 1914 joined the Na. 
tional Underwriter Co. as a clerk. His 
energies and interests, however, led t 
a try-out at selling, and he had such 
success on a trip in behalf of one of 
the handbooks that he was put in the 
field permanently. Within six years he 
was first in the company. 


Otto E. Schwartz 


Despite the immense volume of} 
business he did, much of it from smal] 
individual sales, there was no item of 
detail that Otto Schwartz would over. 
look. One of his most successful re- 
sponsibilities was the Chicago Insur- 
ance Telephone Directory, which he 
handled personally from start to fin- 
ish. For those listings in the Insur- 
ance Exchange building, he made a 
personal call on every office, starting 
at the top floor and working his way 
down all 21 floors of the block-square 
building. He kept his own ‘card file, 
laid out the advertising in the book 
personally, did all of the proofreading 
himself, and when the book was pre- 











pared, loaded the copies on a baggage 
truck and delivered them to the of- 
fices in the building. 

The attention he gave to the tele- 
phone book, he gave also to every ac- 
count he handled. 

About three years ago, Mr. Schwartz 
suffered a mild heart attack and was 
advised to restrict his business activ- 


ities. It was not in his temperament | 
to do so, however, and after a short | 
rest he resumed making calls and ad- 


ding new accounts. 
He is survived by his wife, Rose, a | 

daughter, Mrs. Rosemary Allison, a 

son, James, and six grandchildren. 


A 100% Salesman 


By HOWARD J. BURRIDGE 


Otto Schwartz will be remembered 





by all segments of the Chicago insur- 
ance fraternity with admiration and 
pleasure. Those who knew him best 
will recall him with a warm feeling 
of affection. He had a vibrant, buoyant, 
effervescent personality. He was 100 
percent the salesman, with a strong 
contagious belief in everything he sold, 
convinced of its value and usefulness. 

In spite of his optimism and good 
humor, his sales presentations were 
enthusiastically but seriously made. 
Those who smiled deprecatingly, or 
indulgently, or who tried to joke with 
him during a sales talk, or who made 
the mistake of treating the whole 
thing humorously, were cooled off 
quickly, and in a few moments found 
themselves reflecting his serious man- 
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ner, and moving rather rapidly to- 
wards signing on the dotted line. 

His customers and friends of long 
standing were always glad to see him, 
and welcomed his appearances, even 
though they knew he intended to sell 
them anything and everything he 
could. They enjoyed his infectious en- 
thusiasm and stimulating, exhilarating 
manner. They knew he was going to 
jmpart some of his confident, con- 
structive way of thinking to them and 
they would benefit by it. He was al- 
ways full of information and news and 
comment on what was going on in the 
pusiness, and the personalities in it. 
He gathered up a considerable amount 
of news for both THE NATIONAL UNDER- 
WRITER and THE INSURANCE EXCHANGE 
MaGAZINE in making his rounds. 

e@ 

One of his hobbies was finding jobs 
for people in the insurance business. 
He was besieged by both job appli- 
cants and companies seeking qualified 
men. It might be said that he ran a 
sort of unofficial, non-profit employ- 
ment agency, and during the course of 
his 44 years in Chicago he found jobs 
for literally hundreds of people. 

As one who knew him from the be- 
ginning of his association with the 
National Underwriter Company, I can 
testify that his rapid development as 
a premier salesman was truly remark- 
able. His formal education was limited, 
put he had a quick, intuitive sense of 
timing, of just how far to go in press- 
ing a prospect to sign the order. 

One of the reasons for his unusual 
and continuing success was that he was 
thoroughly sold on the publications of 


_his company. He had an unshakeable 


belief in its editors, and their wisdom 
and sagacity. He was certain that 
everything they wrote was perceptive 
and superior. 
o 

He had a feeling of pity for compet- 
ing publishers. His relations with them 
were friendly, but he regarded them 
as men who had no such competence 
or know-how as the staff of his own 
company. In all of his comment on 
them, he made it clear that he did not 
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dislike them; he just felt sorry for 
them because they were not members 
of the National Underwriter family. 

It is surely appropriate to record 
some of his business accomplishments. 
After making a success of the Chicago 
Handbook he was given the responsi- 
bility for producing the Chicago In- 
surance Telephone Directory each year 
and for increasing materially the 
stature of THE INSURANCE EXCHANGE 
MAGAZINE, which had been purchased 
from E. M. Ackerman. His success with 
THE INSURANCE EXCHANGE MAGAZINE aS- 
signment was beyond any expectation 
or estimate of the management. Today 
the paper, outstanding of its kind, is 
a continuing reminder of the very 
special capabilities and personality of 
one of the best friends I have ever 
known. 


But his influence and usefulness to 
the National Underwriter Company 
extended far beyond the Chicago area. 
After he made the Chicago Insurance 
Telephone Directory the most success- 
ful book of its kind, it then occurred 
to us that the same thing could be done 
in several cities. We began with De- 
troit. For several years he went there 
to produce a Detroit Insurance Tele- 
phone Directory every fall, and after a 
time he was able to teach others his 
business-getting techniques with the 
result that such directories are now 
being published annually for Boston, 
Philadelphia, Pittsburgh, Baltimore- 
Washington, St. Paul-Minneapolis and 
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Dallas-Houston, in addition to Chicago 
and Detroit. 

In his selling operations he was an 
original. He was never routine or 
mechanical. Instead he was quick-wit- 
ted and imaginative, and as a conse- 
quence was able to deal with any un- 
expected turn of events. 

Wherever he went, Otto left an 
impression of a vigorous energy, a 
lively, bubbling enthusiasm, an af- 
firmative positive outlock, and at all 
times and everywhere an unceasing 
belief in, and the importance of, his 
company. He evolved his own methods, 
and developed his own personality, 
because he had a spontaneity and an 
inner drive which just about everyone 
found to be irresistable. He was a 
salesman from tip to toe, and what a 
salesman! In its 61 year history, the 
National Underwriter Compaay has 
never had another like him. 


MRS. WILLIAM A. EARLS, moth- 
er of William T. Earls, Cincinnati gen- 
eral agent of Mutual Benefit Life, and 
of Thomas W. and John V. Earls of 
the Earls Bros. agency of Manhattan 
Life, died last week after a long ill- 
ness. 

Mrs. Earls, who was 82, was a mem- 
ber of a distinguished insurance fam- 
ily. Her husband is president of the 
Earls-Blain Co., prominent fire and 
casualty agency, of which Thomas and 
John Earls are vice-presidents. Her 
father, the late T. E. Gallagher, was 
for many years western department 
manager of Aetna Fire, first in Cin- 
cinnati, where he brought his family 
in 1897, and later in Chicago. Her 
brother, Vincent L. Gallagher, now of 
Cocoanut Grove, Fla., was U. S. man- 
ager of Pearl until his retirement last 
year. 

There has always been a warm feel- 
ing within the National Underwriter 
Co. organization for the Earls-Galla- 
gher insurance clan. The senior Mr. 
Gallagher came to the aid of E. J. 
Wohlgemuth, founder and first presi- 
dent of the company, buying adver- 
tising in the early issues of the Ohio 
Underwriter, predecessor of THE Na- 
TIONAL UNDERWRITER, which was 
founded the year he came to Cincin- 
nati. 


WESLEY E. MONK, 84, Massa- 
chusetts insurance commissioner, 1923 
to 1928, and retired general counsel of 
Massachusetts Mutual Life, died in 
Needham, Mass. Mr. Monk joined the 
insurer after resigning as commission- 
er following his refusal to yield to 
political pressure and reduce auto lia- 
bility rates shortly after compulsory 
auto went into effect in Massachusetts. 
He retired from Massachusetts Mutual 
Life in 1947. 


COUNTESS BEULAH HUBBELL 
WACHTMEITER, 83, last surviving 
member of the immediate family of 
Frederick M. Hubbell, founder of 
Equitable Life of Iowa, died at Paris. 
She was an aunt of F. W. Hubbell, 
president of Equitable of Iowa, and of 
James W. Hubbell, chairman of Bank- 
ers Trust Co. of Des Moines. 





Award-Winning Art Used In 
New York Life 1958 Calendars 


New York Life’s 1958 calendar fea- 
turing 12 award-winning contempor- 
ary paintings, has been well-received 
by agents and the public. 

Accenting the American scene, the 
paintings represent some of the finest 
watercolor work being done in the 
country today. Every picture, each 
representing a different month, al- 


ready has received an art show award. 

The calendar’s utilitarian value is 
increased by the large white space 
available for notations and memo- 
randa. 


New Symbol Adopted By 


Wisconsin National Life 


A new company symbol has been 
adopted by Wisconsin National Life. 
Situated in a black square are the 
lower case letters w and 1 in blue 
flanking an n in white. Above the 
lettering is an abstract design of a 
tree representing the tree of life. The 
sturdy oak has three branches sym- 
bolizing living benefits, disability ben- 
efits and death benefits. A white cir- 
cle above the tree represents the con- 
tinuity of these services through ‘time. 

The new Wisconsin National trade 
mark was designed by Robert Sydney 
Dickens Inc., design consultants of 
Chicago. 


Ind. Department Gets New Office 


The Indiana insurance department 
has been given approval by the state 
budget committee to leave the state- 
house and share quarters with the 
toll road commission in the Old Trails 
building in Indianapolis. Cost of the 
move was estimated at $5,000 for re- 
modeling the third floor of the build- 
ing. The insurance department will 
pay $915 a month rent. 


The Clayton, Mo., agency of New York Life 
in 1957 produced $14,175,000 of ordinary, up 
48%, qualifying four agents for Million Dol- 
lar Round Table, two for President’s Council, 
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STOCKS 


BY H. W. Cornelius, Bacon, Whipple & Co. 
135 S. LaSalle St., Chicago, Jan. 21, 1958 
















Bid Asked 
7 A, ES ieee notre ee 184 187 
Beneficial Standard 14% 15% 
Business Men’s Assur 60 63 
Cal-Western States .......... 80 83 
Columbian National .............0 69 73 
Commonwealth Life .............6 18 19 
Connecticut General  ..............6 238 242 
Continental Assurance. .............. 110 113 
Dg) a Se sealer 59% 6042 
Great Southern Life ................... 65 68 
Gulf Life 23% 2412 
Jefferson Standard oo... 772 79% 
Tamia Cli The nccccccsiccctissiveccsces 1150 Bid 
Liberty National Life ................ 2834 30 
AES 2 COIN srcescicccinccsescescccessis 18 19 
pA 9) a 100 102 
Lincoln National  ..........cccccce 184 189 
PO eee ee 9612 9842 
North American, II]... 18% 1914 
a GN eee 73 76 
CORR EA TENS onsincnsesicccsccsesscccscee 255 275 
CD TI TI iccesieccescicssescessssticsce 40 44 
Republic Natl. Life ..............0.... 35 37 
eB eririccensictcictormncscacece 68 72 
Southwestern Life ..........cc 94 97 
TRON UNIIIII aavcccasencrstsdecsndaetnsateieteectiece T5le 7642 
TROT NA | seancunccerebiccchatcassecectacesetie 20 21 
U. S. Life 28 29 
WE Cm TiBG wi cescecisesssercesictssies 4112 43 
Wisconsin National  ............. 63 66 


Provident Life Changes Ad Agency 
Provident Life of Bismarck, N. D., 
has appointed Douglas Advertising 
agency of Rapid City S. D. to handle 
its insurance trade publication adver- 
tising program. A completely new ap- 
proach will be used, according to Alec 
H. Sym, assistant agency vice-presi- 
dent of Provident. Former agency was 
Graves & Associates, Minneapolis. 


seven for Top Club and six for Star Club. 
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AMeNATIONAL UNDERWRITER. 

















REINSURANCE 


UNDERWRITERS SAY 


It’s :good to have a sea- 
soned hand alongside— 
such as this pioneer Rein- 
surer in the A & S field. 


It’s easily arranged! 





EMPLOYERS REINSURANCE CORPORATION 


KANSAS CITY, MISSOURI 
21 West 10th St. 


NEW YORK CHICAGO SAN FRANCISCO 
107 William St, 175 W. Jackson 100 Bush St. 








oe 

















ITT 


A WELL-BALANCED COMPANY 





Family Counselor... 


The Life Underwriter helps in the making 
of plans for the welfare and security of 
the family. 

Fidelity is proud of its life underwriters 
and family counselors and of the great job 


they are doing in the field. 


The 
FIDELITY MUTUAL 
LIFE INSURANCE COMPANY 


THE PARKWAY AT FAIRMOUNT AVENUE 
PHILADELPHIA « PENNSYLVANIA 











RECORDS 


MASSACHUSETTS MUTUAL— 
Ordinary sales in November set a rec- 
ord for that month, amounting to 
$60,328,500, up 7.1%. November’s or- 
dinary deliveries made it the 37th con- 
secutive month in which a new 
monthly production record was es- 
tablished and the 63rd straight month 
in which the sales volume surpassed 
that of the corresponding month in 
the previous year. The Los Angeles 
agency led in November with produc- 
tion of $2.7 million, while the Wash- 
ington, D. C., agency also went over 
the $2 million mark. Group life sales 





totaled $11,019,674 and brought group | 


production. in the first’ 11 months: to 
$174 million, up $53 million. 


GREAT-WEST LIFE—Record com- 
bined life insurance and annuity sales 
of $510 million was reached in 1957. 
Life sales reached $408,600,000 by the 
end of December while annuity sales 
were $101,300,000 for the year. At the 
end of the year, life and annuity busi- 
ness in force totalled $3,836,000,000, a 
gain of $436,600,000 during 1957. The 
year was marked by the fact that the 
company’s group life insurance in force 
passed $1 billion for the first time. 


JEFFERSON STANDARD—Nine- 


teen agents exceeded the $1 million | 


mark in paid business in 1957. Paid 
business totaled $229,822,210, up $6 
million. Top agent was James T. Com- 
er, Gastonia, N. C., with $2,890,952. 
W. H. Gatling, Norfolk, was second 
with $1,417,722. Leading agency was 
Charlotte, managed by W. L. Brooks, 
with $22,127,030. Greensboro, headed 
by W. H. Andrews Jr., was second 
with $10,709,758 and Long Beach, Cal., 
managed by F. S. J. Hancock, was third 
with $10,579,202. 


FIDELITY LIFE ASSOCIATION— 
The company has topped its 1957 goal 
of $100 million of insurance in force. 
During the past three years, the com- 
pany’s growth has been nearly half 
as much as in the previous 59 years. 
Assets have also increased substantial- 
ly and the 1957 annual report will 


show them in excess of $22 million. 


MUTUAL BENEFIT LIFE— The 
Nashen agency at New York has 
awarded a trophy to Cy Block for 
leading in volume in 1957; “man of | 
the year” awards to Murry Greenberg 








for leading in lives and to Dean Kel- 
sey, aged 72, who paid for $516,660 on | 
33 lives; a plaque to Theresa Castell! as | 
runner-up in first-year earnings; a | 
trophy to Albert Greenhouse, broker- | 
age manager, as most cooperative rep- | 
resentative; top second-year man | 
award to Fred D. Haas, a million- 
dollar producer for 1957; honorable 
mention to James Slote, John Wright, 
Albert Schub, Paul Bloch and Ralph 
Branca. Lee Nashem, the _ general 
agent, received a 10-year service pin 
from the company at the agency’s an- 
nual meeting where the awards were 
made. The agency produced $12,036,- 
000 in 1957. 





Nw Mutual Iowa Agents 
Hold Meeting At Waterloo 


The annual all-Iowa meeting of 
agents of Northwestern Mutual Life 
is being held this week at Hotel Presi- 
dent in Waterloo. 

Principal speakers are: Robert B. 
Qualy, Davenport general agent; Ken- 
neth Bragdon, district agent of Water- 
loo; William C. Zimmerman, district 
agent, Spencer; J. Gerald McTigue, 
Fort Dodge agent; E. K. Nading and L. 
A. Vasholz, special agents at Des 
Moines; Richard J. Ryan, special agent 
of Cedar Rapids, and Robert Collins, 
special agent in Sioux City. 
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DISCOVER 
THE 
DIFFERENCE 





HE DID IN 1879* 
YOU CAN IN 1958 


You can Discover the Difference in 
1958 faster and easier than he did. 
If you’re like many life underwriters 
you’ve been searching for the company 
which can help you make life insurance 
a career instead of a job without a defi- 
nite future. We feel we are the com- 
pany with the difference . . . here's 
why: 

@ Top first year and renewal commis- 


sions for General Agents and Agents. 
(Liberal vesting provisions.) 


@ Office allowance to General Agents 
@ Lifetime service fee. 

@ Liberal retirement plan. 

e 

e 


Hospital benefits for self, 
dependents. 

Disability income when sick or 
disabled. 

Group life insurance. 


e 
@ Complete portfolio of modern policy 
forms for better production. 


e@ Excellent sub-standard facilities en- 
abling you to serve a larger clientele. 


Important? Of course, because isn’t it 
true . . . you’ve been so busy creat- 
ing security for others you’ve forgotten 
the most important person of all — 
yourself — and your own security at 
age 65? 

For more detailed information on these 
important differences contact: 


MARC F. GOODRICH, C.L.U., 
Assistant Director of Agencies 


*THOMAS A. EDISON, who 
showed the world the difference 
when he invented first practical, 
commercial incandescent light in 
1879. He had more than 50 in- 
ventions to his credit, including 
phonograph, motion pictures, etc. 


SECURITY BENEFIT LIFE 


INSURANCE COMPANY 
TOPEKA, KANSAS 


Founded 1892 
A Mutual, Legal Reserve Company 
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LIFE INSURANCE EDITION 


FIELD CHANGES 





Home Life 
Home Life of New York has ap- 
pointed Thorvald W. Johnson manager 
at Minneapolis, 
George L. Thomas 
manager of a new 
agency in Cleve- 
land and Chester 
Bernie manager 
at Los Angeles. 
Mr. Johnson join- 
ed Home Life at 
Pittsburgh in 1953 
and was appointed 
assistant manager 
in 1955. He has 
been “agency field 
assistant in the 
home office since 
March. Also an 
agency field assistant since March, Mr. 
Thomas began his career with Home 


T. W. Johnson 





\ A 


Chester Bernie 


G. L. Thomas 


Life at Buffalo in 1953 and became 
assistant manager there in 1955. Mr. 
Bernie joined the company at Los 
Angeles in 1952 and was appointed 
assistant manager in 1956. 

Alfred S. Bright and William B. Wal- 
lace IIT have been named assistant 
managers at New York and Washing- 
ton, respectively. Mr. Bright joined 
Home Life under its management 
development program in 1951, was 
placed in charge of training planning 
assistants in 1953 and returned to the 
Oshin agency at New York in 1955. 
Mr. Wallace began his career in the 
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sales department in 1952 and went to 
Washington in 1956. 

James P. Kennedy Jr. has been 
named group representative of Home 
Life of New York at Los Angeles. 


New England Life 


Robert B. Armstrong, director of 
agencies of New England Life since 
1955, has been 
named general 
agent in Philadel- 
phia. He will suc- 
ceed Caspar W. 
Haines, who is 
giving up manage- 
ment responsibili- 
ties at his own 
request but will 
remain with the 
company as a per- 
sonal producer. 
Mr. Armstrong 
joined New Eng- 
land Life at New- 
ark in 1948 and 
became district manager in charge 
of the branch office in New Brunswick, 
N. J., in 1952. Mr. Haines, general 
agent in Philadelphia since 1946, 
joined the company in 1938 and be- 
Pry supervisor in Philadelphia in 

0. 

Stuart G. Hall has been appointed 
district group respresentative of New 
England Life at New York. He has 
been with John Hancock at San Fran- 
cisco, Denver and Detroit for eight 
years, 

Edward G. Mura, general agent of 
New England Life at Kansas City 
Since 1936, will relinquish management 
duties at his own request on Jan. 31 
to devote full time to his personal 
clientele. He will continue with the 





R. B. Armstrong 


company. He is a life and qualifying 
member of Million Dollar Round Table 
and of New England Life Leaders 
Assn.; a member of the company’s 
Hall of Fame; past-president of Kansas 
City Assn. of Life Underwriters, Gen- 
eral Agents and Managers Assn. and 
New England Life General Agents 
Assn. 

Sacramento district agency of New 
England Life has been given general 
agency status. J. Keith Williams, dis- 
trict manager since 1954, has become 
general agent. The offices will remain 
at the same location, 300 Midtown 
building, 1507 21st street. Mr. William 
was with New York :Life from 1946 to 
1951, and ‘later was personal manager 
for several celebrities in the entertain- 
ment field. He joined New England 
in 1954 at Oakland, Cal. 

The George H. Gruendel agency of 
Chicago has opened a branch office 
at Skokie under the direction of 
Thomas M. Arnison. Included in the 
offices will be a special brokerage 
department and George H. Gruendel 
& Co., an affiliated organization. Mr. 
Arnison, who has been in insurance 
for nine years, has been with New 
England Life for three years. 

Robert H. Schacht, assistant director 
of agencies of New England Life since 
1956, has been 
named manager at 
Toledo, effective 
Feb. 1. He succeeds 
James W. Kennedy, 
who is giving up 
management re- 
sponsibilities b u t 
will remain with 
the agency as a 
personal producer. 
Mr. Schacht was 
with Metropolitan 
Life at Summit and 
Elizabeth N. J., be- 
fore joining New 
England Life at 
Newark i n 1948. He was named super- 
visor in 1952. He is a CLU and past 
president of Elizabeth Assn. of Life 
Underwriters, 





R. H. Schacht 


Aid Association For Lutherans 


Edwin E. Brandt and George D. 
Schmidkunz have been appointed gen- 
eral agents of two new Chicago area 
agencies, and Raymond W. Schmidtke 
and Thomas E. Whalen succeed Carl 


J. Rennekamp and E. A. Merten, re- 
spectively, as general agents in Chi- 
cago. Harold W. Reiss and Wilfred E. 
Kleine, district agents in the former 
T. L. Precht agency of Indiana, have 
been named general agents for Indi- 
ana. Mr. Kleine’s agency will be lo- 
cated in Seymour, and Mr. Reiss will 
serve the central and northwest part 
of the state. Arthur H. Schmidt, dis- 
trict agent in Denver for 17 years, 
has been named general agent there, 
and Donald C. Rittman, district agent 
at Worthington, Minn., will head the 
former Reichart agency in Milwaukee. 


Lincoln National Life 


G. E. Cohen and J. W. Bassett have 
been appointed supervisors in the R. 
C. O’Connor agency of Baltimore. 
Mr. Cohen has made a substantial per- 
sonal production record during his 
two years in ‘the ‘field: Mr. * Bassett, 
who has been with Lincoln National for 
two years, attended the home office 
training school. 


Bankers Life Of lowa 


Bankers Life of Des Moines has 
formed two new agencies and named 
as managers Delbert L. Barnett at 





Delbert L. Barnett 


James E. Doell 


San Francisco and James E. Doell at 
Austin, Tex. Before joining Bankers 
Life, Mr. Barnett was brokerage man- 
ager for Occidental Life in Los An- 
geles. He entered the life business in 
1953 as agent with Prudential in San 
Francisco, and in 1955 became a brok- 
er there. Mr. Doell entered the life 
business in 1950. He joined Tennessee 
Life in Houston four years later and 
was superintendent of agencies be- 
fore going to Bankers Life. He is a 
past president and director of the San 
Angelo Life Underwriters Assn. 


Pilot Life 


Jose M. Ramirez has been named 
associate general agent of Pilot Life 
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at Ponce, Puerto Rico. He has been 
supervisor. 

James W. Gerrets has been appoint- 
ed assistant general agent at Shreve- 
port. Before joining Pilot Life, he was 
with Jefferson Reserve of New Or- 
leans. 

B. L. Greer has been promoted to 
superintendent in the combination of- 
fice at Charleston, S. C. 

J. D. Bennett has been advanced 
to superintendent of the Lancaster, 
S. C., combination office. 


Paul Revere Life 
Nelson B. Hansbury Jr. has been 


named general agent of Massachusetts 


£ 


Protective 
raul Revere 
at Trenton, N. J. 
He joined the com- 
panies last year. 
He formerly -rep- 
resented Research 
Institute of 
America and, since 
1950, Alexander 
Hamilton Institute 
as a district mana- 
ger in New Jersey. 
Paul M. Trout, 
whom Mr. Hans- 
bury secceeds, has 
reathed manage- 
ment retirement age. He has been with 
the companies for 20 years and will 
continue to represent them as a per- 
sonal producer in the Trenton area. 

Aubrey K. Reid has been appointed 
supervisor of the newly opened group 
office of Paul Revere Life at Colum- 
bus, O. He has been with the company 
since 1948, most recently has been at 
Sioux Falls, S.D., where he supervised 
group activities for the north central 
sales region. 


N. B. Hansbury Jr. 


Business Men’s Assurance 


Julian H. Craven has been appoint- 
ed branch manager at San Antonio 
and Glen R. O’Laverty branch man- 
ager at Bluffton, Ind. Both branch 
offices are newly-established. Mr. 
Craven has been with Business Men’s 
Assurance since 1950, and Mr. O’Lav- 
erty since 1939. Both previously were 
district managers. 


W. O. W. Omaha 


Woodmen of the World, Omaha, has 
made the following transfers: H. C. 
Fabian, state manager of north Geor- 
gia, to southwest fraternal representa- 
tive; I. L. Knight, district manager at 
Cornelia, Ga., replacing Mr. Fabian at 
Atlanta; Paul H. Smith, district man- 
ager, Roanoke, to state manager of 
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TIME FOR A RECAP 


Now is the time to take a long look at your future. Was 1957 everything it should 
have been? If not, it’s time for a change. Western Life offers you an opportunity 
to go just as far as your initiative will carry you. Western fieldmen are among the 
happiest in the business, because they know they are on the road to success. They 
know what it means to work for a company with a sound reputation for helping its 
agents get ahead. Western can help you in 1958. To learn what Western Life can do 
for you, write or wire us today. 


Western Life, 
Western Life Building 
Helena, Mont. 
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Insurance in force over $370,000,000. Assets over $82,000,000. 


= ee 
a2 3 2 2 3232236666 bCs 


> rr 
SOP Ap pT IIA 77 A 


















R. B. Richardson, Pres. 
Lee Cannon, Agency V. P. 
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southwest Virginia; C. G. Lamb, state 
manager of Virginia, to state manager 
of east Virginia; W. R. Barrett, dis- 
trict manager of Cincinnati, to state 
manager of southwest Ohio; and W. C. 
Conner, district manager at Louisville, 
to state manager of south Mississippi. 
In addition, the territory of Paul 
Jones, state manager of north Missouri, 
has been increased by eight counties 
and St. Louis. 


American General Life 

Gerald K. Hall has been named 
manager of the Omaha agency. He 
brings 5% years experience in life 
sales and supervision to his new po- 
sition. 


Union Central Life 


Harry J. Ryan has been named man- 
ager of the Columbus, O., agency, suc- 
ceeding Fred W. Gusweiler, who is 


HieNATIONAL UNDERWRITER 


returning to the home office as 2nd 
vice-president. Mr. Ryan had been 
manager of the company’s Davenport, 
Ia., agency for three years, and prior 
to his appointment was agency coor- 
dinator at the home office. 


Connecticut General 


Anthony G. Hargreaves has been 
named district group manager of Con- 
necticut General in Seattle. He has 
been on the group staff of Cravens, 
Dargan & Co. in San Francisco, gen- 
eral agents representing Connecticut 
General. Named group pension rep- 
resentatives were Robert H. Dunphy 
in Hartford, John R. Hammond in 
Buffalo and Richard G. Hight in Bal- 
timore. All have been in the home of- 
fice group sales department. 

Connecticut General has named 
Charles Rothman, John E. Vestal and 
John R. Voogd brokerage consultants 
at Cleveland, Elmer F. Layden Jr. and 

| 
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Complete portfolio of Life and S&A... outstanding 
package exclusives . . 


automatic Waiver . . . $10-per-thousand Disability 
Income ... Non Cancellable S&A (to 65)... 
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You can hitch 
your future 


to this Symbol 


...Uf you are ready 


for your own 


general agency 


Old Republic Life Insurance Company 


Chicago 1, Illinois 




















Charles Smeeth brokerage consultants 
at Chicago and Mark T. Vokey broker- 
age consultant at Boston. 


Franklin Life 


Robert A. Schlangen has been ap- 
pointed general agent in Winter Park, 
Fla. A prominent 
businessman o fre 
Springfield, I 11, 
Mr. Schlangen was 
president of Paul 
Steele Lumber Co., 
vice-president of 
Atlas Transit Mix 
Co., and vice presi-~ 
dent of Allied 
Builders Supply. 
Through long ac- 
quaintance with 
Franklin Life of- 
ficials, he became 
interested in the life 
insurance business 
and retired from his various building 
material enterprises to go with the 
company in Florida. 


Great-West Life 


R. W. Adams, group supervisor at 
Cincinnati, has been transferred to 
Seattle where he will be in a similar 
capacity for Washington. He joined 
the company at Minneapolis in 1950. 

New supervisors appointed by 
Great-West Life are: J. B. Benneian 
and R. A. Carse at Cleveland, R. B. 
Jones and J. T. Macon at Detroit, and 
P. J. Scanlan at Edmonton, Alta. Mr. 
Benneian joined the company in 1951, 
Mr. Carse in 1947, Mr. Jones in 1953, 
aes in 1955, and Mr. Scanlan in 


Manhattan Life 


Hobert E. Brake Jr. has been ap- 
pointed general 
agent of Manhat- 
tan Life in Sioux 
City, Ia., with of- 
fices at 501 Benson 
building. He has 
been in the busi- 
ness with Provi- 
dent Mutual since 
1946. He is a past 
president of Sioux 
City Assn. of Life 
Underwriters and 
now is president of 
Siouxland Estate 
Planning Council. 


Life Of North America 




















R. A. Schlangen 





H. E. Brake Jr. 


Stephen M. Chase 
has been appointed 
manager of Life 
of North Ameri- 
eca’s service office 
at Pittsburgh. The 
office is at 3220 
West Liberty ave- 
nue. He has been 
assistant manager 
of Travelers. 





S. M. Chase 


Acacia Mutual 


George Edlund has been named unit 
manager of Acacia Mutual at Balti- 
more, He joined the company in 1947 
and served in a similar capacity from 
1949 to 1952. 


Prudential 


Burton G. Brazier, associate man- 
ager of Prudential at New York, has 
been promoted to manager. He suc- 
ceeds William R. Israel, who has been 
named manager of a new agency at 
Vineland, N. J. 

Joseph P. Twyford, a training con- 
sultant in Prudential’s home office, has 
been named a district manager in 
Brooklyn to succeed Theodore O. 
Bohner, who has been appointed a 
district manager in the Bronx. Mr. 
Bohner replaces James F. Meehan, 
who has retired. 
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Clifford S. Mitchell has been ap. 
pointed regional supervisor in Chicago 
He will assist Director of Agencies 
John D. Gibson in supervising the 
sales activities of sixteen districts 
comprising Prudential’s Illinois region 
Mr. Mitchell has been with Prudentigj 
12 years. He started at Aurora in 194 
and in 1955 was promoted to staf 
manager. He became a training cop. 
sultant in 1956. 


New York Life 
William H. Creamer III has beg 











january 


named manager of the new Towso LIFe’S 

Md., agency of New York Life, My RosEs 

Creamer, who had been a manage. 

ment assistant in the home office Si 

joined New York Life in 1951 at Phila. 

phia and later was assistant manager 

in Upper Darby, Pa. He was name 

sales supervisor for the middle Atlan. 

tic division in 1956. 

State Mutual 

Lewis H. Moore 
Jr. has been named 
manager at Bur. }l Call C 
lington, Vt. He is R 
a graduate of State || ed 
Mutual’s manage. rong 
ment training cep. 
ter in Pittsburgh 
and last year was 
m ad e assistant 
manager in Bw. 
<< lington. 
L. H. Moore Jr. 





Ohio National Life 


E. Howard Ha- 
worth has been ap- 
pointed. general 
agent at Denver. 
For more than 10 
years he had been 
in teaching before 
entering life  in- 
surance in 1953. 





E. Howard Haworth 


Equitable Society 


Equitable Society has opened a sec- 
ond agency in Boston and appointed 
Edward L. Tappert manager. He joined 
Equitable at Detroit in 1947 and was 
appointed assistant manager in 1951. | 

New unit managers are Alexander 
M. Stevens, New York City; Harold 
L. Sturdevant, Missoula, Mont.; Don- © 
ald A. Thoms, Downey, Cal.; Paul B. 
Unruh, Peoria, Ill.; Roger Z. Von Ost, 
New York City; Charles G. Willard, 
Covina, Cal.; and Wayne G. Waggoner, 
Jacksonville, Fla. 

Named unit managers of Equitable 
Society are J. Leonard Burger, Union- 
town, Pa.; Harold W. McKevitt Jr, 
Richmond, Cal.; Varnell O. Padgett, 
Oakland, Cal.; William J. Miranda, 
Cheyenne; Donald M, Pankhard, Belle- 
vue, Wash.; Melvin Tasley, Chicago, 
and John T. Webber, Boston. 


Occidental Of California 


Allan R. Cosburn has been promot- 
ed to assistant regional manager at the 
Toronto, Ont. group office. He joined 
Occidental in 1957 at Toronto. He pre- 
viously served in the group insurance 
field before entering private business. 
He is past president of Ontario Assn. 
of A&S Underwriters. 


Union Mutual 


David F. Whorf has been appointed 
unit manager in Union Mutual’s home 
office agency. He joined the company 
in 1956 as the first of its management 
trainees and has been home office 
field supervisor. 
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To Insurance Companies 
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Queens Village 29, N. Y. 
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Black Chairman Of 
Peoples Life, Ind. 


At the annual stockholders meet- 
ing of Peoples Life of Indiana, Kenneth 
E. Black, president, and Roy R. B. 
Attride, vice-president of Home, were 
elected directors along with Maurice 
Hartwell, Harold W. Smith, Laverne 
Wilson and James O. Wilson of Frank- 
fort and Thomas W. Moses of Indi- 
anapolis. 

Mr. Black then was elected chair- 
man. 

Maurice Hartwell, who has been 
vice-president and treasurer, was 
elected president. Robert K. Ryan has 
been president and general counsel. 
Harold W. Smith, who has been vice- 
president and treasurer, was elected 
executive vice-president, secretary 
and treasurer. Laverne Wilson was 
named vice-president, Russell P. Hark- 
er general counsel, and Dr. C. A. Bur- 
rough medical director. James O. Wil- 
son continues as agency superinten- 
dent. 


Equitable Ot Iowa Sets 
Production Record 


The largest annual production in 
the 90-year history of Equitable Life 
of Iowa was attained in 1957 with a 
total of new paid life insurance of 
$166,216,320, representing a gain of 
9.9% over 1956. Total life insurance 
in force at the end of 1957 increased 
to a record high of $1,570,397,677. 

The H. O. Smart agency of Detroit 
led all agencies with $6,560,473. Mr. 
Smart, in the Detroit agency since 1947, 
became its general agent following 
the retirement of his father, F. A. 
Smart, in 1957. Following company 
custom, the agency will be honored 
at a banquet in Detroit Jan. 25 at 
which J. Richard Ward, agency vice- 
president, will represent the company 
as_ host. 


Pan-Am Sales In 1957 
Totaled $187 Million 


Pan-American Life sales in 1957 to- 
taled $187 million while insurance in 
force rose by $137 million to $1,058,- 
000,000. 

Assets rose to $200 million, up 7%, 
while surplus funds came to $14,717,- 
662, up 6%. 

December sales totaled $23.2 mil- 
lion. 

Eleven new general agencies were 
opened in 1957. 


To Conduct Seminar For 


Negro Insurers Jan. 30 


An agency executive seminar for 
Negro life companies will be conduct- 
ed by Republic National Life at the 
Conrad Hilton hotel in Chicago Jan. 
30-31. The seminar is a new service 
of the company, according to W. N. 
Stannus, vice-president in charge of 
the reinsurance division. 

Attending the seminar will be 29 
life insurance executives from all 
parts of the United States. Republic 
National will be represented by Clar- 
ence J. Skelton, senior vice-president 
and coordinator of production plan- 
ning; Virgil Cottle, assistant vice-pres- 
ident, reinsurance division; Lyman E. 
King, assistant vice-president and di- 
rector of training; Charles D. Walters, 
assistant training director, and Mr. 
Stannus. 


The Adam Rosenthal agency of St. 
Louis has received the top annual 
award of General American Life—the 
president’s million dollar cup—for be- 
ing the company’s best all-round 
agency in 1957. 


YOU Can Start a Chain Reaction of Sales. . . 


by Joining the March to N.A.A.I.C.* 
Your future with this company can grow . . . and grow: 


New, Streamlined Life Portfolio! 


NAAIC’s Life lines have been revised—realistic, saleable rates. 


New Group Facilities — Life and AcH! 
Outstanding Agency Contract! 


Ask any North American Agent what he thinks of his contract! It’s unbeatable! 











There are other reasons, too, why top 
insurance men know it’s smart busi- 
ness — profitable business to work 
with the North American Accident 
Insurance Company — Chicago. 


@ Top Commissions... 
Level A&H Renewals 


@ No Branch Offices 
To Compete With You 


@ Concrete Assistance — gets you 
off to the right start with hard- 
hitting sales aids and promotional 
matérials. 


@ Extra Incentives to supplement 
your production achievements. 


If You Are Interested In Making Money 
—Not Just Today But Years From 
Now— remember you can start a chain 
reaction of sales by writing 


S. Robert Rauwolf, Vice President, Dept. J 


*The familiar abbreviation for the North 
American Accident Insurance Company— 
‘one of America’s oldest and strongest Per- 
sonal Insurance stock companies. 





American Accident Insurance Company 


Licensed to operate in the 48 states and the District of Columbia 
LIFE « ACCIDENT+ HEALTH 
209 SOUTH LA SALLE STREET + CHICAGO 4, ILLINOIS 


FOUNDED 1886 














QUALITY ...IS OUR FUTURE 


OUR POLICIES . ae 
Commercial or Non- Quality Can Be Your F uture-=> A a 
Cancellable at 65 oy eee 
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Hospital, Medical and Hospital—Surgical and oo. 
Surgical with Opticagl Major Medical Expense Florida 
Ft ee yeni Combined ALL in One Policy —— 
e ; ond Kentuc 
Major Medical Expense with Optional Guaranteed Afchiocs 
pe Renewable Features te Minnesota 
Cancer and Specific jane 
Disease Expense "Quality Makes the Difference” N. Dakota 
- e Our Policies dll 
ise Grou id H i: 
Keon awe pee misk aoe wane 
. bitty "Quality Goes in Before the Name Goes On" enengomecte. 
: HOME OFFICE 
VELARGAS WOoOTOAL : 
411 Liberty 


CASURATN COMPARY 


WIWASSES ms 


E. A. McCord, President : 
Dependable Accident, Sickness and Hospital Insurance Since 1910 


Peoria, Illinois 
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HeNATIONAL UNDERWRITER 


HOME OFFICE CHANGES 





Life Of North America 


Herbert T. Gre- 
been 
named director of 
training of Life of 
North America. He 
entered the busi- 
ness with National 
Life of Vermont at 
Boston in 1938. He 
joined John Han- 
cock in 1956 and 
has been in charge 
of advanced un- 
in the 
general agency de- 
He isa 


ene has 


derwriting 





partment. 
CLU. 


H. T. Greene 


Wisconsin National Life 


L. B. Van Treese has been elected 
vice-president and director of agen- 
cies, and will begin his new duties 
Feb. 3. Mr. Van Treese started his 
in 


insurance career with Prudential 


Minneapolis in 1931, becoming assist- 
ant manager there in 1937. From 1946 
to 1950 he was agency supervisor for 
In 1951 
he joined Mutual Service Life and 
has been sales director for the past 


Aetna Life at Minneapolis. 


two years. 


E. H. Metz will become vice-presi- 
dent for sales training, and A. L. Sen- 
derhauf will continue as associate di- 


rector of agencies. 


DOMINION LIFE—In a number 
of officer appointments, E. G. Schafer, 


assistant general manager, has been 
named vice-president, Steele C. Mac- 
kenzie, assistant general manager, 


vice-president and director of agen- 
cies, and G. F. C. Pangman, assistant 
general manager and treasurer, vice- 
president and treasurer. J. L. Whit- 
ney, general counsel, has been named 
secretary and general counsel and Dr. 
J. W. Merritt, assistant medical direc- 
tor, has been appointed medical di- 
rector. Herbert Schaus, assistant gen- 
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COATES, HERFURTH & 
ENGLAND 


Consulting Actuaries 


San Francisco Denver Los Angeles 








NELSON and WARREN 


Consulting Actuaries 
Pension Consultants 


ST. LOUIS KANSAS CITY 





GEORGIA 





RINTYE, STRIBLING 
& ASSOCIATES 


Consulting Actuaries —Insurance Accountants 
Pension Consultants 
William-Oliver Bldg. 
SAckson 3-7771 


Atlanta 











GA. VA.-N.Y. 





BOWLES, ANDREWS & TOWNE, Inc. 
ACTUARIES 
MANAGEMENT CONSULTANTS 
LIFE—FIRE—CASUALTY 
EMPLOYEE BENEFIT PLANS 
RICHMOND ATLANTA NEW YORK 
PORTLAND 


NEW YORK 





Wolfe, Corcoran and Linder 
Consulting Actuaries 
Insurance Accountants 


Employee Benefit Plan Consultants 
116 John Street New York 38, N. Y. 











PENNSYLVANIA 





Lenard E. Goodfarb, F.S.A 
Consulting Actuary 


Market Street National Bank Building 
Philadelphia 3, Pa. Rittenhouse 6-7014 








ILLINOIS 





CARL A. TIFFANY & CO. 
CONSULTING ACTUARIES 


211 West Wacker Drive 
CHICAGO 6 


Telephone CEntral 6-1288 





E. P. HIGGINS & CO. 


(Frank M. Speakman Associates) 


Consulting Actuaries Bourse Building 


Accountants Phila. 6, Penna. 











WASHINGTON & 
CALIFORNIA 





CHASE CONOVER & CO. 


Consulting Actuaries 
and Insurance Accountants 
Telephone WAbash 2-3575 
332 S. Michigan Ave. Chicago 4, Ill. 





IND. & NEB. 





Milliman & Robertson 


Consulting Actuaries 


914 Second Ave. 
Seattle 4, Wash. 


400 Montgomery St. 
San Francisco 4, Calif. 





NATIONWIDE 





Haight, Davis & Haight, Inc. 
Consulting Actuaries 


ARTHUR M. HAIGHT, President 
Indianapolis - Omaha 








CONSULTING ACTUARIES 


-INDIANAPOLI$ + DALLAS + ,LQUISVILLE 














eral manager and secretary and Dr. 
A. J. McGanity, medical referee, have 
retired. 


Paul Revere Life 


L. Russell Blanchard has been named 
superintendent of sales promotion and 
training of Mas- 
sachusetts Pro- 
tective and Paul 
Revere Life. He 
will be in charge 
of sales promotion, 
advertising, public 
relations and over- 
all sales training 
activities. He has 
been sales pro- 
motion manager 
since 1949. Active 
in Life Advertis- 
ers Assn., he has 
served on its ex- 
ecutive committee, 
as its editor and as a member of var- 
ious committees. 

James L. Moorefield has been named 
assistant general counsel of Massachu- 
setts Protective and Paul Revere Life. 
He joined the legal staff 4%% years ago 
= has been assistant counsel since 
1956. 





L. R. Blanchard 


Fidelity Mutual 


Robert L. Mayes 
has been appoint- 
ed supervisor of 
agencies. He 
joined Fidelity 
Mutual at Miami 
in 1954 and was 
named _ supervisor 
the same year. 





R. L. Mayes 


Equitable Of lowa 


Charles H. Everett has been ap- 
pointed superintendent of agencies. He 
entered tae busi- 
ness with Metro- 
politan in 1936 and 
was later named 
assistant manager 
at Memphis. Fol- 
lowing World War 
II service, he be- 
came general agent 
for Equitable of 


Iowa at Memphis 
and St. Louis. He 
was agency man- 





ager at Atlanta for 
Provident Mutual 
Life for five years 
preceeding his new appointment. 


C. H. Everett 


National Life Of Vermont 


George Ww. 
Frank has_ been 
appointed general 
agent of National 
Life of Vermont 
in Rochester, N. Y. 
He has been assist- 
ant manager of 
New York Life at 
Rochester since 
1954. 





G. W. Frank 


SOUTHERN PROVIDENT LIFE— 
Four new officers have been elected: 
Chandler Lloyd of the law firm Big- 
gers, Baker, Lloyd & Carver and mem- 
ber of Southern Provident’s board, 
was elected secretary. Howard J. Cox, 
who joined the company in 1953 as 
chief accountant and recently has 
served as assistant secretary, was 
elected treasurer. Mrs. Dorothy Shores, 
chief underwriter, was named assist- 
ant secretary, and Glenn Hays, as- 
sistant accountant, was elected as- 
sistant treasurer. 


January 25, 1953 


Union Central Life 


Fred W. Gus- 
weiler has been 
elected 2nd _ vice- 
president with 
duties involving 
company expan- 
sion, recruitment 
and agency super- 
vision. He was 
named manager of 
the sales training 
division of Union 
Central in 1945 
and became assist- 
ant superintendent 
of agencies the fol- 
lowing year. He 
has been manager 
at Columbus since 
1955 


F. W. Gusweiler 


Valley Forge Life 


Henry K. Hotarek has hoon named 
agency supervisor. 
He has been in in- 
surance since 1948, 
as an agent, A&S 
supervisor at New 
York for a group, 
and life manager 
for a New York 
general agency. 
Before joining 
Valley Forge, he 
was brokerage 
supervisor at New 
York for another 
company. 


Lutheran Brotherhood 


Donald Brostrom has been appointed 
administrative assistant in the presi- 
dent’s office. He previously had been 
a staff writer with the Minneapolis 
Star. 

Luther O. Forde has joined the ac- 
tuarial department of Lutheran 
Brotherhood. He has been associated 
with Marsh & McLennan, Minneapolis, 
since 1951. 


H. K. Hotarek 


Western Life 


Merritt R. Gamache has been named 
superintendent of agencies at St. Paul. 
He has served as agent, director of 
training and agency supervisor for 
Penn Mutual Life at St. Paul. 











Western & Southern. 


Eleven officers and junior execu- 
tives have been named to executive > 
posts in the new western division.” 
They formerly were officers of Guar- 
anty Union Life, recently merged with 
Western & Southern. 

Ralph W. Smith Sr. and Hawyard 
L. Elliott, former president and vice-| 
president of Guaranty Union, have 
been elected vice-presidents. John V. 
Hawley and William R. Ernst, former 
vice-presidents, have been named 2d 
vice-presidents. Others are L. M. Ros-} 
holt, assistant actuary; Dr. J. H. Marks, 
associate medical director; F. H. Gui 





WEST COAST 
LIFE AGENCY DIRECTOR 
$17,000 


Established company with over 100,000,- 
000 in force. Require man with ‘heavy’ 
proven administrative background to man- 
age entire agency department. Age range 
35-45, minimum ten years home office ex- 
perience in agency department or com- 
bined home branch office production ex- 
perience (home office background of at 
least 5 years). College training manda- 
tory. 
EMPLOYER PAYS SERVICE CHARGE- 
MOVING EXPENSES 
ALL INQUIRIES HANDLED 
CONFIDENTIALLY. 


FERGASON PERSONNEL 


INSURANCE PERSONNEL EXCLUSIVELY 
330 S. Wells St. Chicago 6, Il. 
HArrison 7-9040 
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fer, associate counsel; J. T. Mc- 
Neilly, assistant secretary and man- 
er, new business department; T. R. 
Meyer, manager, policyholder service 
department; H. R. Psomas, assistant 
treasurer, and Wayne N. Thompson, 
manager, advertising and office serv- 
jees department. They will operate 
from western division office in Bev- 


erly Hills. 


Pan-American Life 

Oscar G. Garza has been appointed 
sales promotion 
supervisor in the 
Latin - American 
department of 
Pan - American 
Life. He formerly 
was advertising 
manager of a Mex- 
ic an_ insurance 
company and an 
account executive 
of an advertising 
agency in Mexico 
City. He will han- 
dle Pan-Ameri- 
can’s sales pro- 
motion and adver- 
tising in Central and South America. 


*O. G. Garza 


Central Standard Life 





Robert O. Shepler 
has been appointed 


agency director. 
Prior to joining 
Central Standard, 


he headed agency 
activities of the 
Maccabees and was 
in charge of sales, 
recruiting, training, 
sales promotion and 
advertising. 


Robert O. Shepler 


Massachusetts Mutual 

William C. Gibson has been appoint- 
ed associate director of the group pen- 
sion division of Massachusetts Mutual. 
In the pension division of the group 
department for several years, he was 
named assistant sales manager in 
1954, and assistant director in 1955. 


Atlantic Life 

















Stanley D. Smith 
Jr., field training 
assistant of Atlan- 
tic Life since 1956, 
has been promoted 
to assistant agency 
director. He en- 
tered the business 
with Atlantic at 
Princeton, W. Va., 
in 1955. 


S. D. Smith Jr. 


Royal Neighbors 


Mrs. Harriet S. Jeanes has been ap- 
pointed fraternal advisor of Royal 
Neighbors. She has been editor of the 
fraternal’s monthly magazine, The 
Royal Neighbor, since 1951, and she 
will retain that post. 


Guardian Life 


Guardian Life has appointed Brian 
S. Brown director of field training, 
Milton C. Fiske assistant secretary, C. 
Craft Marks agency director, and 
James J. Power assistant secretary. Mr. 
Brown joined Guardian in Atlanta in 
1952 and has been a field training su- 
pervisor. He is a CLU. Mr. Fiske has 
headed the policy values department 
since 1943. He now will supervise the 
Issue and policy values departments. 
Mr. Marks entered insurance with 
Guardian in Davenport, Ia., in 1947 
and has been field director since 1955. 
He will supervise several agencies in 
the south central region and_ will 
Maintain headquarters in St. Louis, 
where he has been located since 1951. 
Mr. Power was appointed head of the 
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dividend department in 1950 and has 
headed the premium collection depart- 
ment since 1953. He now will supervise 
the premium collection and premium 
accounting departments. 


ALINCO LIFE, a subsidiary of As- 
sociates Investment Co., has named 
J. Reuben Darr manager. He will also 
supervise the consumer credit insur- 
ance activities of Associates Invest- 
ment. Mr. Darr, formerly superintend- 
ent of agencies for Bankers Security 
Life at New York City, has been ac- 
tive in the life insurance field for 23 
years. He is a CLU and an author and 
lecturey on insurance. 


CENTRAL PLAINS LIFE—James 
M. Stanley has been appointed vice- 
president of sales and development of 
ordinary life. Previously, he had been 
regional group manager at Kansas 
City for Lincoln National Life. 


PREFERRED LIFE—Samuel J. Gil- 
bert has been elected president. He 
has had more than 25 years experience 
in the insurance industry and is also 
president of Universal Guaranty Life 
of Shreveport, La. 


WISCONSIN LIFE—G. S. Franz- 
meier has been elected assistant sec- 
retary and Alex Reisdorf has been 
named manager of the mortgage loan 
department. 


N. Y. Life To Mark 
100 Years In Canada 


New York Life will launch a year- 
long program to mark its 100th anni- 
versary in Canada. The observance 
will begin Feb. 23, the date the first 
policy was sold in Toronto a century 
ago. 

The Canadian operation was re- 
viewed recently at a New York meet- 
ing of 300 company officials. Guests 
included Harry A. Scott, consul gen- 
eral of Canada, and John Fisher, ex- 
ecutive director of Canadian Tourist 
Assn., who made the principal ad- 
dress. Clarence J. Myers, president, 
and Fred A. Wade, field vice-president 
in charge of the Canadian department, 
attended. 


Tells A&S Claims Men 
How To Meet People 


How the A&S claims staff meets 
the public was discussed by W. A. Eg- 
gert, chief psychologist, Lumbermens 
Mutual Casualty, at the January meet- 
ing of Chicago Claim Assn. A good 
claims man should have a knowledge 
of people, especially the accident prone; 
a desirable manner in written and oral 
communication and a desirable atti- 
tude towards people, he said. 

Primary psychological causes of ac- 
cidents are negligence, impulsiveness, 
inconsiderateness towards others and 
impatience, Dr. Eggert said. These are 
the factors which distinguish accident 
prones—which constitute 10 to 15% of 
the population. 

He went on to list several “does” 
and “don’ts” for claim men in their 
communication with insured. Don’t 
talk too much, and don’t use “slang” 
or too many big words, he said. In- 
stead, the claims adjuster who as- 
sumes the role of a sympathetic, ex- 
pert listener will generally get more 
information to help him settle a claim. 

The Feb. 12 meeting of the associ- 
ation will feature a panel on A&S, 
group and ordinary life claims. Mem- 
bers are requested to submit questions 
for the panel no later than Feb. 5. 


Braddock, 2nd V-P Of N. Y. Lite. 
Joins Alexander & Alexander 


James H. Braddock has joined the 
consulting actuarial division of Alex- 
ander & Alexander, insurance bro- 
kers. He has been a 2nd vice-presi- 
dent of New York Life. 





Confederation Sales In 
‘57 Rose $27.7 Million 


Confederation Life’s 1957 life sales 
totaled $261,466,572, up $27,744,761. 
The gain consisted of $15,263,128 in 
individual policies and $12,481,633 in 
group. Annual group A&S premiums 
totaled $7,899,407, up $1,516,621. 

Life insurance in force rose to $1,- 
953,938,014, up $188,594,478. Indivi- 
dual and group annuity contracts rep- 
resented an additional $285,739,824. 

Payments to policyholders totaled 
$36,266,797, consisting of $26,496,054 to 
living policyholders and $9,770,743 to 
beneficiaries. Dividends came to $3,- 
648,708. 

Income totaled $71.7 million, up $5 
million. Assets rose to $385.3 million, 
up $23.6 million. The over-all interest 
rate on invested assets was 4.66% be- 
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fore expenses and 5.64% on new in- 
vestments. Stock and bond transac- 
tions came to $100 million and re- 
sulted in a capital gain of $1.8 mil- 
lion, of which $1.2 million was used to 
write down book values. 


LUTC A&S Instructors To Confer 

Nine regional A&S instructors’ con- 
ferences will be held during January 
in preparation for the start of Life 
Underwriter Training Council A&S 
course classes in February. 

The conferences, conducted by a 
member of the headquarters staff, are 
designed to familiarize instructors 
with some of the basic concepts and 
procedures of the course and insure 
uniformity regardless of geographical 
location. Conferences will be held in 
Washington, Albany, Des Moines, At- 
lanta, Columbus, O., Denver, Nash- 
ville, San Francisco and Austin. 
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HteNATIONAL UNDERWRITER 


N. Y. A&S Bill Improvements Make It ‘Worse Than 1957" 


vidual converted policies would have 
to be combined with that of the entire 
group hospital, surgical and medical 
expense business of the company. 

This bill would boost the cost of 
group A&S because the majority of 
the conversions would be made by 
older and physically impaired persons. 
Large reserves would have to be ac- 
cumulated through the group opera- 
tion to meet losses that would exceed 
premiums on the converted policies. 
Also, reserves would be needed to take 
care of losses under conversion pol- 
icies even after all or part of the 


(CONTINUED FROM PAGE 2) 


group policies issued by a company 
are terminated. 

The ban against charging the higher 
cost of converted policies back to the 
group would discriminate against 
groups consisting of more stable em- 
ployes. Groups which provide contin- 
ued coverage for retired employes not 
only would have to pay for continued 
benefits but also for their share of 
the losses on converted policies issued 
on all the groups. 

The bill would hamper collective 
bargaining by setting forth what cov- 
erage must be given under insured 
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GROUP ACTUARY or ACTUARIAL STUDENT 


Opportunity for ambitious, capable young man with Group Actuarial 
experience to aid in increasing effectiveness of Group Actuarial De- 
partment. Well-established, rapidly expanding Life and A&H Com- 
pany located in north central states has need for man who will 
complete examinations and progress rapidly to high management in 
Group Actuarial field. Replies confidential. Write to: Box Y-61, c/o 
The National Underwriter Co., 175 W. Jackson Blvd., Chicago 4, Ill. 








2. Married, between ages 28-40; 


ing or other professional education). 


W. Jackson Blvd., Chicago 4, Ill. 


AGENCY MANAGER 


One of the nation's oldest and largest life insurance Pp 
several major cities throughout the United States for men 
assume the position of Agency Manager in an established agency. We are inter- 
ested in building large agencies. The requirements are: 

1. Successful experience in agency field management; 


3. College education (or, evidence of its equivalent in the form of CLU Train- 


The position carries with it a substantial starting salary, depending upon qualifica- 
tions. Supervisory assistance is provided at Company expense. In addition, there 
is an expense account and exceptional pension and group insurance benefits. All 
of our Field Management personnel know of this ad. For a personal interview, 
write, giving full particulars to Box Y-65, c/o The National Underwriter Co., 175 
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Underwriting. 


climate. Salary open. 


been advised of this ad.) 


175 W. Jackson Blvd., Chicago 4, Ill. 


HOME OFFICE UNDERWRITER 
SENIOR & JUNIOR POSITIONS OPEN : 


QUALIFICATIONS: Ages: to 45. At least 5 years experience in Ordinary 


COMPANY: Over 4 billion in force. Recent promotions make these two desir- 
able openings available. Group benefits. Pension Plan. Five day week. Mild 


IN APPLYING: Give pertinent facts in first letter as to age, education, expe- 
rience, present salary. All replies strictly confidential. (Our personnel have 


BOX Y-62 c/o The National Underwriter Co. 


welfare plans. It also would have the 
effect of telling insurers what they 
must sell and how they must operate 
after the insurance is sold. 

Furthermore, many retirees on re- 
duced incomes will find they cannot 
afford the more expensive converted 
policies and will allow them to lapse. 

The third bill, dealing with group 
A&S policies, would not allow exclu- 
sion of hospital, surgical or medical 
expense benefits due to pre-existing 
conditions and would bar any restric- 
tion or reduction of benefits in the 
policies becuase of age or physical 
condition. Evidence of insurability 
could not be obtained for all types of 
group A&S coverages. 

If the exclusion for pre-existing 
conditions is not permitted, it would 
halt the practice of deferring coverage 








AGENCY SUPERVISOR WANTED 


Progressive, 13 year old Alabama life in- 
surance company wants an aggressive, ex- 
perienced supervisor. A real opportunity 
for right man with proven ability. The posi- 
tion offers a good starting salary and an 
excellent opportunity for advancement. 


In replying, please state age, experience 
and qualifications. Our employees know of 
this Adv. All replies will be treated in strict 
confidence. Write Box Y-73, c/o The Na- 
tional Underwriter Co., 175 W. Jackson 
Blvd., Chicago 4, Ill. 








ASSOCIATE GROUP ACTUARY 


Growth opportunity with rapidly expanding 
Southern California headquartered Life 
company currently with over $2,000,000 in 
group premiums in force. The right man will 
join management team and have full re- 
sponsibility for group rate development 
and risk approval, and work toward posi- 
tion of company actuary. Should have ex- 
perience in Group Actuarial, including 
Underwriting. Starting salary from 9M to 
10!/4.M contingent upon experience. Reply 
in confidence with complete résumé to: 
Box Y-74, c/o National Underwriter Co., 
175 W. Jackson Blvd., Chicago 4, Illinois. 








CREATIVE SALES ASSURANCE 


Imaginative idea and sales producer seeks 
a challenging opportunity in advertising— 
sales promotion—or training. Skilled and 
schooled in all phases of selling life and 
A.&S.; packages, programming and busi- 
ness insurance. Prior experience in plan- 
ning, administration, writing and produc- 
ing advertising and sales promotion. Write 
Box NY-78, c/o The National Underwriter, 
Advertising Dept., 17 John St., New York 
38, New York. 





HOME OFFICE AGENTS TRAINING 
POSITION WANTED 

Age 37, College graduate. 6 years life company 
agent, unit manager, and home office training 
specialist; 5 years high school teacher. Thorough- 
ly experienced and proficient. Desires a change 
in companies for more responsible position 
with advancement possibilities. Reply to Box 
Y-79, c/o The National Underwriter Co., 175 W. 
Jackson Blvd., Chicago 4, Ill. 











A CHALLENGING OPPORTUNITY 
for CAREER ACTUARY 


in new Actuarial Division of 50 year old 
Life and Accident Health Company. Age 
and experience open. Prefer man with at 
least five years experience, who has com- 
pleted most of his exams, or willing to do 
so. Job will appeal to man with vision and 
ability to meet the challenge of an ex- 
panding opportunity within company man- 
agement. Write Box X-60, c/o The National 
Underwriter Co., 175 W. Jackson Blvd., 
Chicago 4, Ill. 














REGIONAL AGENCY DIRECTORS 
Needed in Texas for a progressive, rapidly 
growing legal reserve life insurance company 
writing all forms of Life; A&H Group and 
Credit insurance. We desire the services of a 
reliable life underwriter of proven sales ability 
who is able to take over the supervision of an 
entire area, appoint General Agents and 
Agents, and generally supervise operations. 
Company offers over 100 standard rate book 

licies as well as easy selling special policies. 
his is a splendid opportunity to build a per- 
manent, well paying Regional Agency with a 
sound young Company enjoying an A rating. 
In replying send —- and license number and 
full details of self and experience. All informa- 
tion treated confidentially. As our own Agents 
know of this ad, write in confidence to: Agency 
Director, Box Y-71, The National Underwriter, 
175 W. Jackson Blvd., Chicago 4, Ill. 








ARIZONA ATTENTION 


Multiple Line Agent past six pears. Law Degree. 
One year experience claims. Age 37. Need dry 
climate due to children's health. Prefer agency 
with opportunity for partnership and/or pur- 
chase. Heavy Life and Personal Lines Experience. 


Al Driscoll, 3909-11 Farnam St., Omaha, Nebr. 








WANTED TO BUY 


Small or medium size Life Insurance Com- 
pany. Replies confidential. PIONEER IN- 
VESTMENT COMPANY, P O. Box 463, 
CHICAGO 90, ILLINOIS. 
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on persons not actively working when 
their coverage otherwise would be. 
come effective. Older people’s needs 
may differ from those of active em. 
ployes. The bill would not allow bep. 
efits to be changed at retirement to be 
more appropriate for these needs. 


Insurers do not require evidence of 
insurability for most group policies 
except under the newer forms where 
experience is needed. By prohibiting 
evidence of insurability for all group 
coverages, the bill would tend to dis. 
courage experimentation and exten. 
sion of insurance to persons not yet 
covered. 

The fourth bill, a short one, is not 
expected to draw fire from the ip. 
surance business. It is a permissive 
measure that would allow prepayment 
plans like Blue Cross to cover depend. 
ent children until any age. These plans 
presently are permitted to cover de. 
pendent youngsters only to age 19 
The insurance companies, however, 
may cover dependent children to any 
age. 


McMillon Tells How He 
Gives Personal Service 


Give the client such close personal 
service that everytime he thinks of 
insurance, hell 
think of you, R, 
L. McMillon, dis. 
trict manager at 
Abilene, Tex., for 
Business Men’s As- 
surance, advised 
members of Chi- 
cago A&H Assn. at 
their January 
meeting. 

Mr. McMillon, 
who is also area 3 
membership chair- 
man of NALU, 
demonstrated his subject, “Penetrating 
Oil,” a speech which he is noted for, 
by using oil cans to represent the dif- 
ferent ideas and techniques in depth 
selling. : 

His system consisted of sending 
cards to prospects and clients, and he 





R. L. McMillon 


seemed to have a card for every little | 
anniversaries, | 


occasion—policy first 
thank you notes for business he had 
received, and cards inclosing newspa- 
per clippings which made mention of 
the prospect—all of which were cal- 
culated to keep his name and face in 
front of the prospect and to let the 
prospect feel he was being remem- 
bered. 

“My birthday file is my goldmine. 
When I go through my birthday file, 
I literally have my hand on the pulse 
of my business,” he declared. He em- 
phasized that he_ sends _ birthday 
greetings to everybody, even babies of 
age zero. When that baby reaches vot- 
ing age, he has received a card from 
Mr. McMillon for 21 years, and by 
that time, as far as the new prospect 
knows, “I am the only one in the busi- 
ness.” 

Mr. McMillon said he advertises be- 
cause “no business can afford the lux- 
ury of silence very long.” He said he 
always uses the same picture of him- 
self, because in doing so, prospects 
will always recognize him. 

Urging his listeners to keep calling 
on clients whom they have sold, he 
said he had found that agents who 
fail to keep coming back to suggest 
additional coverage often miss out on 
good sales. “Pour the oil of service on 
them, and they won’t be looking to 
Washington for handouts,” he con- 
cluded. 
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the borrowed money, the taxpayer’s 
tax bracket, and the contract’s rate of 
increase of the cash value, the pur- 
chaser of the plan gets a tax saving 
which reduces the net cost of his out- 
lay and may furnish him a substan- 
tial tax profit at the expense of the 
revenues. In some cases these plans 
become virtually self-sustaining after 
the first one or two premiums and 
are advertised as being of negligible 
cost to high-bracket purchasers. 

“Under the typical bank-loan plan, 
an individual gets a life insurance or 
endowment policy, perhaps paying the 
first premium in cash. Usually by 
prior arrangement, he then assigns 
the contract to a bank as collateral 
for loans with which he pays future 
premiums as they fall due year by 
year. : 

“The purpose is to convert the car- 
rying of life insurance partly, if not 
entirely, into deductible interest pay- 
ments, thereby substantially reducing 
the net outlay to be paid by people 
with substantial incomes.” 

At this point Sen. Williams intro- 
duced a page of figures dealing with 
what he referred to as a typical loan- 
financed sale. 

“The table above,” he said, “anal- 
yzes and examines an example of a 
bank-financed life insurance plan 
based on $100,000 ordinary life cov- 


for its production since the previous 
convention. Commissioner Larson of 
Florida lauded the company for its 
operations in his state. 

Kenneth D. Hamer, vice-president 
and agency director, thanked the field 
organization for its continuing coop- 
eration with the agency department. 
Richard L. Hindermann, vice-presi- 
dent, public relations, outlined the 
agenda for the meeting. The presi- 
dent’s reception and dinner-dance was 
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held in the evening. 
e 

Dynamo Club, the leading produc- 
ers’ organization, met the second 
morning at breakfast with Mr. Sim- 
mons, its honorary chairman, who 
presented a gift to each member. He 
pointed out that the members are the 
backbone of the field organization and 
those to whom the newer agents look 
for leadership. 

Mr. Ellis and Mr. Simmons opened 
the business session the third day. 
John Y. Ruddock, senior vice-presi- 
dent, declared that the company has 
always believed in the agency system 
and will continue to support it. The 
company will not prescribe any policy 
or operation that might undermine 
the agent’s opportunities to improve 
himself and his service to policyhold- 
ers, he said. 

Mr. Ruddock also introduced the 
new rate book which includes several 
new policies. Irwin H. Fust, assistant 
superintendent of agencies, discussed 
the new agent’s contract which has 
been liberalized to provide increased 
Pension benefits and free group in- 
surance. It also provides for persist- 
ency bonuses and permits agents to 
buy additional group and individual 
major medical at special rates. 

Mr. Fust introduced new reduced 
term rates. Gilbert H. Sawyer, super- 
intendent of agencies, unveiled the 
new family policy. Bernard S. Lyon, 


LIFE INSURANCE EDITION 
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erage for an individual age 45 at an 
annual premium $3,563. You will note 
that the plan, financed at a gross in- 
terest rate of 5%, would result in in- 
terest payments and deductions of 
$37,411.50, over a 20-year period. 

e 


“For an individual in a 50% tax 
bracket, the net interest cost would be 
$18,705.75. For this cost, plus the de- 
posit of additional collateral of $3,187, 
the insured would have built up a to- 
tal death benefit, including accrued 
policy dividends, of $128,900, which 
would be entirely tax exempt. After 
subtracting the $71,260 bank loan 
against the policy, this would amount 
to $57,640. 

“Although this is a comparatively 
conservative type of bank-loan plan, 
it illustrates how advantageously the 
interest deduction on such loans can 
be used to finance a tax-exempt bene- 
fit. 

“To relieve further the policyholder 
utilizing this plan from any risk re- 
sulting from an uncertainty about the 
future interest rates charge by the 
bank and the personal liability of the 
policyholder for his loan, plans have 
been developed for ‘direct-with-insur- 
ance-company’ loans. 

“Such a plan is described in some of 
the advertising circulars distributed 
by insurance companies. One circular, 
entitled ‘Application of Tax Savings 


Pan-Am Unveils New Policies At Meeting 
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superintendent of agencies, introduced 
the business and professional wom- 
an’s policy and the new partnership 
plan proposal piece. Paul Light, su- 
perintendent of agencies, discussed 
the new and more competitive an- 
nuity rates. He also explained the 
new increase in discount rates for 
premiums paid in advance on life pol- 
icies. The discount now is 34% and 
will be allowed for each year beyond 
the current year’s premium. 

In the afternoon, J. B. Donnally, 
vice-president, group and pension, de- 
scribed the new agent’s group plan 
and discussed a series of new pack- 
age plans for groups of 10 to 25 lives. 
J. Merle Lemley, director of the pen- 
sion department, commented on the 
by-products of pension trust business. 
Pan-American entered this field in 
October. 

S. Rains Wallace Jr., director of re- 
search of LIAMA, speaking on “You 
Work too Hard,” presented ideas on 
how agents could do a better job with- 
out expending as much energy. 

_ 

The fourth morning’s session began 
with a skit, “A Hothouse of Hot 
Ideas,” presented by 12 million-dollar 
producers under the direction of Mr. 
Sawyer. They illustrated how ideas 
could be made to grow into some- 
thing of value. 

George J. Bosse, director of sales 
promotion, presented new sales pro- 
motion material on several plans. He 
said the new direct mail letters are 
drawing well. Mr. Lyon then dis- 
cussed how the company’s life income 
bond fits into the sales picture. 

Mr. Hamer gave an inspirational 
talk on the business and its people, 
stressing the future that lies ahead for 
those who will take advantage of it. 

Various parties and recreational ac- 
tivities were held during the conven- 
tion. 


Calls Bank-Loan Plan ‘Glaring Loophole,’ Urges Action 


in Reduction of Life Insurance Costs,’ 
which has come to my attention, car- 
ries this quotation: ‘It has been prov- 
en possible for individuals or corpo- 
rations to own life insurance under 
the “direct-with-insurance company” 
loan plans without any cost whatever, 
if the policy is held for a sufficient 
length of time. The cash value of the 
policy increases aand_ ultimately 
reaches the point where the owner 
may recover his initial outlay for the 
first annual premium and also the to- 
tal net cost of his interest payments 
after tax credits.’ 

“The Treasury department has rec- 
ognized this plan as a glaring loophole 
in our revenue code and in a letter 
dated Nov. 21, 1957, stated that they 
would recommend to both the Senate 
finance committee and the House 
ways and means committee that cor- 
rective legislation be enacted. 

“T urge that both committees and 
the Congress give prompt attention to 
the need for this legislation.” 


Up Interest On Prepaid, 
Lower Term Rates 
At Great-West Life 


Great-West Life has announced re- 
duced rates for term policies and level 
term riders, and increased rates of 
interest for premiums paid in ad- 
vance. 

The premium reductions apply to 
all term policies and level term riders. 
At the same time, the minimum term 
policy will be increased from $5,000 to 
$7,000. Level term riders will contin- 
ue to be available at the present min- 
imum of $2,500. 

Where premiums are prepaid, the 
rate of interest will be 314% for ithe 
first 10 years from date of deposit, 
and 3% thereafter on funds actually 
used to pay premiums or returned at 
death; 242% on any part of a deposit 
later withdrawn or returned on sur- 
render or maturity of the policy other 
than by death. The increase is 4% 
in each case. Accounts established be- 
fore Jan. 1 will not be affected by the 
change. 


Name W. E. North As 
NALU Secretary Choice 


(CONTINUED FROM PAGE 1) 
Chicago in 1939 as manager of the 
Century branch, becoming manager 
of the northern Illinois branch in 1943. 

He is the author of numerous articles 
published in industry and other peri- 
odicals and services and has been 
speaker, moderator and panel member 
for various state and local life associ- 
ations, universities and civic organi- 
zations in a large number of states. 

Previous to entering insurance, the 
Chicago association nominee was in 
sales and organization work, including 
114 years in campaign work, 3% years 
as manager of the Baker (Ore.) Cham- 
ber of Commerce, manager of Corval- 
lis, Ore., chamber, and director of Ore- 
gon State Assn. of Commercial Secre- 
taries. 


CLAUDE R. FOOSHE, 71, former 
general agent for Prudential, died of 
a cerebral hemorrhage at his home in 
Long Beach, Cal. He was general agent 
at St. Louis for 19 years until 1938 
when he was promoted to manager of 
Prudential’s office at Los Angeles. 
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E. J. Clark, A Founder 
And Past President Of 


American College, Dies 


Ernest J. Clark, 85, Maryland State 
agent emeritus of John Hancock and 
a founder of American College in 
Baltimore, died in Baltimore. 

Mr. Clark entered the business in 
Cincinnati in 1891 and three years 
later joined John Hancock as a super- 
visor of agents for J. C. Campbell, then 
state agent for Ohio and West Virginia. 
He was appointed state agent for 
Maryland and District of Columbia in 
1897 and held that post until his retire- 
ment in 1944. 

He was an organizer of Baltimore 
Assn. of Life Underwriters in 1900, 
serving as its first secretary and then 
as its president. He was elected secre- 
tary of National Assn. of Life Under- 
writers in 1903, chairman of the execu- 
tive committee in 1909 and president 
in 1913. He was elected the first secre- 
tary of American College, later presi- 
dent, and finally chairman. 

He was the uncle of Paul F. Clark, 
chairman of John Hancock. 


Texas Court Decides 
On Naming Attorneys 


In State Liquidations 


AUSTIN—Texas supreme court, in 
a decision handed down Jan. 15 in- 
volving the naming of attorneys in 
state liquidations of insurance com- 
panies, apparently gave its blessing to 
a program of “co-operation” between 
the state board of insurance and dis- 
trict courts in such actions. 

The dispute over naming attorneys 
is of long standing. Austin district 
courts formerly appointed them, but 
in 1955 the legislature passed a law 
seeking to vest this power in the in- 
surance board. A friendly suit was 
filed to determine “once and for all” 
which government branch had that 
power. 


The supreme court’s opinion said in 
part: “In our opinion the Texas statute 
does not vest the state board and its 
commissioner with the sole and ex- 
clusive power to appoint counsel under 
any and all conditions. Once liquida- 
tion has begun, the court is not render- 
ed powerless to carry out its heavy 
responsibilities by a non-performance 
or mis-performance on the part of the 
beard or it; commissioner.” 

The opinion went on to say that 
“co-ordinaticn or co-operation of two 
or more branches or departments of 
government in the solution of certain 
problems is both the usual and ex- 
pected thing... A due regard for the 
powers and jurisdiction of the govern- 
mental departments involved is es- 
sential.” 

In line with its reasoning, the court 
refused to order District Judge Charles 
O. Betts in Austin to expunge his ap- 
pointment of Renne Allred Jr. as at- 
torney for J. D. Wheeler, state liqui- 
dator, in various receiverships includ- 
ing the ICT and U.S. Trust & Guaranty 
cases. 


Tabulations Transposed 


Tabulations showing 1958 dividend 
action of Government Personnel and 
John Hancock which appeared in the 
Jan. 5 edition were inadvertantly 
transposed, resulting in incorrect fig- 
ures for the two companies. The figures 
for John Hancock should be: Current 
policies, same as 1957; old policies, 
same as 1957; non-withdrawable, 
3.125%; withdrawable, 3.125%; ac- 
cumulated dividends, 3.125%. Govern- 
ment Personnel figures in correspond- 
ing categories should read: Same as 
1957; same as 1957; 2.5%; 2.5%; 3%. 











“Partnership Philosophy Works in Reinsurance, Too!” 


— SAYS JIM CHRISTOPHER, ASSISTANT VICE PRESIDENT, REINSURANCE, SAN FRANCISCO OFFICE, AMERICAN UNITED LIFE INSURANCE COMPANY 


“TM comparatively new at American United. 

“But already I’ve found out just what the slogan, ‘The 
Company with the Partnership Philosophy’ really means. 
Not idle words, it is a way of life which American United 
enjoys with its Reinsurance clients, policyholders and 
associates. 

“Active in Reinsurance since 1904, American United 
must know and practice the best business methods. Our 
experienced staff tests and then makes available these proven 
methods to you. 

“Sharing risks—sharing ideas—sharing profits is the ‘Part- 
nership Philosophy’ in action.” 

All American United Reinsurance field representatives— 
north, south, east as well as west... in Alaska. . . in Hawaii 
--.in Canada—have a great story to tell ... why more and 
more companies are placing their Reinsurance business 
with us. May we tell you? Write, wire or phone. 





Your “‘partners” in Reinsurance—key personnel ready to serve you— 
appear in background of above photo. Left-hand threesome: Ted McClin- 
tock, Al Nichols and Fred Kautzman, all Home Office. Right-hand 
twosome: Fletcher Shepard, Atlanta Office and Fred Durham, Dallas 
Office. At desk, left to right: John Rohm, Harry Wilson, Hartz Perry 
and Mager Dickson, all Home Office. 








P+Woak-s a kot- Wem Ola tna-Ke 


LIFE INSURANCE COMPANY 


The Company with the Partnership Philosophy 


AMERICAN UNITED LIFE INSURANCE COMPANY ¢ HOME OFFICE: INDIANAPOLIS, INDIANA 


ALL ORDINARY LIFE FORMS - FLEXIBLE OPTIONS - LOW NET COST SPECIALS - UNIQUE JUVENILE - GROUP INSURANCE - GROUP RETIREMENT - PENSION TRUSTS - NON-CANCELLABLE 
DISABILITY -GUARANTEED RENEWABLE MAJOR MEDICAL - GUARANTEED RENEWABLE HOSPITAL & SURGICAL - SPECIALISTS IN SUBSTANDARD UNDERWRITING—REINSURANCE 
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